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A Suit Fam with the new frame 


or extension sole conceived by 
I. Miller —both sole and ornament 





MILLER 


LAL 


harness-stitched in white on a cus- 
tomized last, especially designed for 
suit and tailored wear— medium 


block heel. 
TANDRITE NO. 594 TURFTAN 


LAARAAAADADAAe 


* 





x 


DVERTISERS 


me Backing | ~ eseccccecccces eee 
' 0-Magic © ecee coc 


4 Kid Company ... 
aly wey Compa) 
Shoe Co. 


can Shoemaking 

ong Cork Company . 6 

Shoe Co., Inc. .........76, 84, 88 
b eecebeacovesoess 92, 4 


G. H., & Co. 
is PEED EID, vedcacocesbeoe 
aire Shoe Com 
mnock Device 

R. E., Co. 

Chemical Products, Inc. 

sitta, Sam, & Sons 
mitta Shoe ‘Company 


s, Inc. 86 
* William, Company. .82, 90, 92, 94 
hen, B., Shoe Co. 82 
olor Tanning Co. 
ompo Shoe soeiney Corp. . 
njior Shoe 
nsolidated Slipper Corp. .. 
ddock-Terry Shoe Corp. 
utting Room Appliance Co. .......... 
niels nay ay. Co. 


ng, L. A., Co. 

wey & “aimiy Chemical Co. 
ou ugias, W . Shoe Co. 

w, Irving, ‘Corporation 
Pont ty, & Co., I 
dwards, J ‘o., Inc. 
ans, John R., & A epee 
estone Rubber & Latex Products 


Co. 
er Mfg. Company 
orsheim Shoe Company 
berich-Payne Shoe Co. 
srda Footwear Co., Inc. 
bert Shoe Company ... 


amour tee 
oiman, H. C., Company 
oodwill Shoe Co. 
oodyear Glove Brand Footwear 
Front rag 


th Spot Shoe Co. ..... 
= & Shoe ee, 


—— . Go 
ord wa bbattomoce ‘Haves 
yons & Company ..... ocdece goueeese 
oy oh eS 


‘Day's Ideal. Baby Shoe Co 
unn-Bush Shoe Co. 
Dhio Leather Co., The 


, & Co. |. 
publi “t Building *:- 


Roberts, Johnson & Rand .. 
— um 


Stacy cee Company 


ss Leather Co. 
imfoot Com ony 
er Rubber 


eee eee eet ew eee 


8 
«+see-98, 97 
$1 





VOL. CXXVIl, NO. 8 MARCH 15, 1945 


ecorder 


CONTENTS 








Voice of the Trade 

Editor’s Outlook 

Shoe News Pictorial . 

Summer Styles Previewed at Miami 
Slip-Lasted Method Marks Important Evolution 
Reaching Footwear Customers 

Today’s Shoe Store, Designed for Seasisel 
Washington Newsreel 

Review of the Retail Trade 

Manufacturing and Markets 

Recorper Reports on Washington 

Shoe News 


Executive Officers 


Everit B. Ternune, President 


Vice Presidents 
ArtHur D. ANDERSON Bernarp C. Bowen 


Gorpvon Scotr Hucu M. Bowen 


Everit B. Teruune, Jr., Advertising Manager 


Editorial Staff 


Artur D. Anperson, Editor 
Raymonp L. FitzceraLp, Managing Editor Joun J. Rewry, Art Editor 
Eveanor M. Rutvepce, Fashion Editor Anne R. Davin, News Editor 
Owen A. Tuomas, Associate Editor E. G. ANnperson, Associate Editor 
Hernert B. Goovnmce, Make-Up Editor * H. R. Teanune, Field Editor 


In the Nation’s Service, Joun F. W. ANDERSON 


Washington Staff 
L. W. Morretrt, Washington Editor Eucene J. Harpy, Associate 


J. Donatp Browne, Associate 


‘ry 
Ww 


Copyright 1945 by Chilton Company, Ine. 


ADVERTISING STAFF 


ADVERTISING STAFF: E. B. Terhune, Jr., 100 East 42nd St., New York 17, N. Y., Murray 
Hill 5-8600; B. C. Bowen, 209 S. State St., Chicago 4, Ill., Wabash 8058; Hugh M. Bowen, 1221 
Locust St., St. Louis 3, Mo., Central 9698; Gordon Scott, 10 High St., Boston 10, Mass., Liberty 
4460; Philadelphia Office, Chestnut & 56th Sts., Philadelphia 39, Pa., Sherwood 1424; Harry R. 
Terhune, 201 Oceano Drive, Los Angeles 24, Arizona 36270. 


Owned and Published by CHILTON COMPANY, Incorporated; Executive Office, Chestnut and 56th 
Sts., Philadelpha 39, Pa., U.S.A.; Editorial and Advertising Offices, 100 East 42nd Street, New 
York 17, N. Y., U.S.A.; OFFICERS AND DIRECTORS: C. A. MUSSELMAN, President; Joseph 
S. Hildreth, Vice-President; George H. Griffithe, Vice-President; Everit B. Terhune, Vice-President; 
J. H. Van Deventer, Vice-President; C. S. Baur, Vice-President; P. M. Fahrendorf, Vice-President; 
William A. wee Treasurer; John Blair Moffett, Secretary; Julian Chase, G. C. Buzby, Harry V. 
Duffy, Thomas L. Kane, Charles J. Heale; William H. Vallar, Assistant Treasurer. 


Member, Audit Bureau of Circulations, Associated Business Papers, Yearly Subscription Price: United 
States and Possessions, Mexico and Cuba, $3.00; Canada, $3.50. Foreign, $10.00. Single copy, 25 
cents. 











Boot and Shoe Record! 

















AND SHOE 





Coie of the thade 


RESTORING CIVIL government to 
the liberated areas of the Philip- 
pines on February 27th, General 
Douglas MacArthur lifted military 
rule from the freed sectors of 
Manila and said the Common- 
wealth was “at liberty to pursue its 
destiny in the family of free na- 
tions.” At this colorful, formal 
ceremony, President Sergo Osmeiia 
took over the responsibilities of full 
civil control and acknowledged that 
the United States had kept faith. 


OUTPOSTS FOR . 
AMERICAN 
“ Jas SWLES 
way ee 


We, in the Boor anp SHokE Re- 
CORDER, desire to renew the service 
of subscriptions to those nineteen 
stores in Manila who had been sub- 
scribers for years and whose sub- 
scriptions were automatically sus- 
pended January 26, 1942. For three 
years, under the heel of the Japa- 
nese enemy, we have had no infor- 
mation as to the stores nor their 
proprietors nor their shoe fitters 
and employees; so one of our first 
duties, when Manila was freed, was 
to get letters off to those old time 
subscribers, expressing hopes that 
the life of business would soon be 
restored and that we, in our spirit 
of friendliness, could be of service. 
It is most natural for us to have 
an all-consuming curiosity because, 
over the years, a number of these 
-merchants have paid visits to RE- 

















March 15, 1945 





RECORDER 





MARCH 





SHARE YOUR READING 


Each issue of the Boot and 
Shoe Recorder, numbering 
16,800 copies, represents a 
distribution of national impor- 
tance. At present the de- 
mand for the Boot and Shoe 
Recorder far exceeds the sup- 
ply but due to the paper re- 
strictions we are unable to in- 
crease print run. 

Therefore, won't you please 
share your Recorder with 
trade friends who may be un- 
able to get their copy at the 
moment. 


sportsmanship, your coopera- 
tion and your patience. 











CORDER headquarters. They have 
served as outposts for American 
shoe styles, shoemaking and ‘par- 
ticularly shoe fitting. Step by step 
we see the world returning to a 
service to mankind through shoe 
stores. 


LAST WEEK Robert Smith, shoe 
buyer for McInerney’s in Honolulu, 
visited the Boor AND SHoe Re- 
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CORDER offices and brought us good 
news of the field of footwear in the 
Hawaiian Islands. We have fifty- 
one subscribers in the islands and 
the service of subscription has not 
been affected in any way. Buyer 
“Smith told us that shoes were not 
rationed on the islands but the mer- 
chants had put into effect a method 
of allocation to share the supply 
because delivery and demand were 
not in balance. The Hawaiian Is- 
lands are favored in climate and 
sun and for that reason white shoes 





can be worn 65% of the time. Col- 
orful footwear has its place and the 
footwear future looks exceeding 
bright for the islands. 

This was Mr. Smith’s first trip 
back to the States for McInerney’s 
and he was given a very cordial re- 
ception everywhere for he is well 
known to the shoe trade, having 
been, for over fifteen years, shoe 
buyer for the May Company and 


Robinson’s, on the Pacific Coast. 


VETERAN SHOE men will long 
remember the Southern Shoe Trav- 
elers Association. Believe it or not 
but it still holds its sessions, even 
though the membership is reduced 
to less than twelve, for its fiftieth 
anniversary. 

One of the salesmen who made its 
name and fame was Christian S. 
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Briel. He is vigorous, alert and at 
the age of sixty-six is very much 
the “rugged type.” His estate 
“WYND SWEPT” is up in the hills 
of Sutton, Mass. He paid the Re- 
corder headquarters a visit last week 
because his son, Christian, had been 
invalided home to the Halloran Hos- 
pital in Staten Island, New York. 
Here is the war record of the 
three sons of Chris Briel: 
“Capt. Karl learned to fly with 
the Royal Canadian Air Forces. 
After Pearl Harbor he was granted 
a transfer to the U. S. Army Air 
Forces. He was an instructor for 
Flying Fortress and Liberator pilots 
before being selected to go to Kan- 
sas to fly the then secret B-29’s. He 
flew his ship to India last April. 








He is air commander and assistant 
operations officer for his squadron.” 

“Capt. Fred is hospitalized in 
England after being wounded in ac- 
tion in Germany. He was in the 
invasion of France and also fought 
in Belgium and Luxembourg. He 
is a graduate of Riverside Military 
Academy, Gainesville, Georgia. He 
was a reserve officer and was called 
into active service in 1942.” 

“Christian has been in Italy a 
year with a B-24 Liberator group 
and then in a Tank Corps with Gen- 
eral Patton. He previously had 
served 17 months in North Africa 
and wears the Presidential Citation 
Ribbon, Distinguished Merit Badge 
and Good Conduct Medal. He en- 
listed in 1942. Was wounded in 
action in France and invalided home 
January, 1945.” 


V. A. JEFFERIES, who manages 
the several Jarman Shoe Depart- 
ments in many of the Brooks 
Clothing Stores in Southern Cali- 
fornia, says: 

“The men returning from the 
European or Pacific campaigns have 
shoes which have pretty well served 
their usefulness. As a rule pilots 
like a shoe which has a fairly flex- 
ible sole, so they can feel their rud- 
der bars. Here we have made a 








“SUFFICIENT” 
fn 
s60F ENSIENT . 
| i 
Qs 3 





—Two colored boys, who had been 
at odds with one another for a 
considerable length of time de- 
cided to “fight it out" and 
agreed that the first one who had 
enough of it and wanted to quit 
should say "sufficient." 

—For a full hour they fought a 
fierce fight, until Sam, complete- 
ly exhausted, said "sufficient." 

—And Rastus, dropping to the 
ground, managed to gasp “Bless 
mah soul, but I've been trying to 
think of dat damn word for the 
last ha'f hour." 

—Too bad, isn't it, that men, as in- 
dividuals or nations, forget that 
simple little word, the mere utter- 
ance of which would save untold 
misery and heartache. 

— "Men are born to fight," says the 
philosopher; but the basis for 
World War Ill can be avoided 
only by someone having the cour- 
age to say “sufficient.” 


President 





study of the special wants of the 
officers and find their shoe thinking 


is pretty sound. What they like 
what a good, fair proportion of th 
civilian trade has taken to, also, 
“In talking with the officers, on 
thing always develops—all the Pog 
Exchanges have shoes for officer, 
but as a general rule, the officer 
prefer to buy well-known makes jp 
stores which have top grade shoe 
fitters, for a good fitting shoe means 


so much to their well-being.” 
o * 


“HAVE YOU HEARD the on 
about the traveling salesman?” used 
to preface some levity about the 
easy lot of the salesmen—but how 
times have changed! The Geo. E, 
Keith Company of Brockton, Mass, 
gives us this version: 





“Here’s one about the Traveling 
Salesman .. . and it’s no joke. No 
tires, little gas, crowded trains and 
hotels. He’s on quotas, has to re. 
fuse business, lose commissions . ., 
but the traveling shoe salesman is 
still the link between you and us, 
He’s your friend, pulling every 
string to get you what you want. So 
here’s to the shoe salesman . . . may 
the cordial relations he enjoys in 
the trade grow as you grow!” 





GIVE 





Put Voiitsell 


in His Shoes 


Actual shoes from combat areas were used in this Red Cross window at 
Bloomingdale Brothers, New York. 
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Give and Take 


“F or want of a nail, a shoe was lost,” etc., shoe-horse- 
kingdom, etc., and by the same token—for want of 
wood for a heel sales will be lost everywhere. For we 
have reached that stage of wartime economics where one 
simple ingredient (not maple, not birch, but ordinary 
wood) can collapse the pipeline so that the public at 
the fitting stool end is denied a wanted shoe. Of course, 
if the service of supply continues to break down, there 
will be many, many shoe stores that will be so strangled 
for want of shoes to sell that it will be a question of 
life or death for the business itself. Wood, once the 
most plentiful of substances, is now so scarce as to im- 
peril the stock and service of shoe stores everywhere. 

Other things can retard the shipment of shoes. For 
example, we saw a shipment of shoes ready for the 
express company but for the special cartons bearing the 
name of the store. 

This brings up the entire subject of store cartons. 
Believe it or not, the subject of stock cartons versus cus- 
tom cartons has been an Association bugaboo for 
thirty-five years or more. This is the twenty-fifth anni- 
versary of the introduction of the shoe salon, with the 
shoe stock being out of sight. It was the O’Connor 
and Goldberg store that introduced the elaborate shoe 
salon idea into shoe merchandising. For twenty-five 
years now there has been a conflict between concealed 
and revealed shoe stocks. With the shoe stock visible 
to the customer at the fitting stool, the harmonious color 
effect of the carton played a part in the appearance of 
the store itself. 

Now, to get his shoes, the merchant must sacrifice 
some of the niceties and take the stock carton and if 
necessary paste his special label thereon. 


_ We cite these two minor items as an indication of 


the give and take necessary to insure the shipment of 
shoes to stores and their speedy sale to the consumer. 
There is a need for the consideration of every economy 
and every allowance of time or substitution if the 
American public is to get the shoes it needs next Fall 
and Winter: It isn’t the styling that is of prime impor- 
tance; it is the finished shoe—delivered—that is the 
actuality instead of the alibi. The merchant is tolerant 
of most anything, providing he gets the finished shoes. 
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That’s all well and good for times such as these, when 
the public is crying for shoes; the merchant is hungry 
for inventory and the factory is straining every facility 
to make and move the goods. But let’s now suppose that 
with V. E. Day a possibility, that this self-samie, emo- 
tional merchant suddenly decides that he will tighten - 
his business up a little until he sees how the wind blows. 
The orders that he has placed are long overdue and if 
he is that kind of a guy, to suddenly seize upon the 
letter of the law (that he has ignored for three years or 
more) then there is a possibility of trouble in the house 
of industry through cancellation, etc., etc. 

Next, the orders have been for non-rationed shoes 
and other materials have been substituted because of 
stringent shortages in the material fields; then the mer- 
chant who is looking for a way out points his long fin- 
ger at the discrepancies and says: “No shipments 
wanted.” 

We could go on and on pointing out how shoemak- 
ing today is a matter of good faith based on good inten- 
tions but subject to all the hazards between the order 
and the delivery; but what's the use? Shoe stores that 
have been in business for a period of years know that 
the orders issued and not yet completed are but a frag- 
ment of the annual obligations of the business. We 
furthermore know that any temporary advantage 
through concessions, allowances, etc., are only incidents 
of sharp practice and eventually they boomerang. 

Businesses that hope to continue as regular, standard 
concerns of record, discount any emotional disturbances 
to shoes and shoe prices that may be the outcome of 
V. E. Day in Europe. Most of these businesses have 
reserves sufficient to take care of any minor disarrange- 
ments. The shoe industry, as a whole, is not over- 
extended in stock or in price so there is no possibility 
of any merchandise panic like what prevailed after the 
cessation of World War I. 

So, actually, today the shoe industry—retail, whole- 
sale and manufacturing plus tanning and the service of 
supplies is in strong position for any situation that may 
be the outcome of any change in the war and can adapt 
itself to whatever comes. 








Put. Ernest deFrances, Philadelphia, 
of the 83rd _Division,. examines an 
alarm clock found in German town. 


A Recorder Feature 


Movies would lose a lot of their popular appeal if 
there were no extravagant sets, no luxurious furs. ne 
dazzling gems to help brighten the eyes af Mr. and 
Mrs. America. Jinx Falkenburg, a screen actress, 
tries on some of the boots used in various swash 
buckling films, through courtesy Western Costume Co. 


After fighting with the guerillas through three years of Jup 

domination, these three members of the Philippine Scouts try 

on new GI shoes supplied by the United States Army. Thev 

were delighted with the shoes, although they found them very 
heavy after wearing sandals or no shoes at all. 


Pfc. Joe D. Brusco, Elizabeth, N. J. of the 3rd 
Division, takes a minute off in the just captured 
town of Brignoles, France,.to dress his blisters. 
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SUMMER STYLES 
| PREVIEWED 
t MIAMI.... 


Round-the-Clock Clothes Was the Theme of Bur- 
dine’s Recent Showing of “Sunshine Fashions." 
Color Trends Were to Soft Glowing Pastels. Lace, 
Embroidery, Ruffies, Parasols and Gloves Marked 
@ Growing Emphasis on More Feminine Clothes. 































OR many years Burdine’s, Miami, has been recognized as a 
in head of smart wearable resort fashions and their 
“Sunshine Fashions,” worn by style-conscious women 
thout the nation, set the pace for many Summer successes. 
year, for the first time in several, one of the most fashion- 
of local clubs, the Surf, opened its doors for a style show 
on, attended by a cross section of the best-dressed women 
America. 

The theme of the showing was clothes for wear around-the- 
at a smart resort. The first group starred sun and surf 
bles—the very new and very brief swim suits. A very 
ief full dirnd] skirt and very narrow bra top created a sensa- 
So did a “diaper” suit in wool jersey and a one-piece 
bathing suit. 

In play suits it was noted that shorts are longer. The longer 


Softly tailored afternoon dress 
in @ Burdine original “Sun- 
ine Fashion” print, with 
3 and hat trimming to 
RECORDER suggests 

wear with this type of 

, @ white suede sling 
This perforated pat- 

is a Walk-Over sling- 
from Geo. E. Keith. 
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by E. W. SUDLOW 





Shoe sketches here were 
not included in the Bur- 
dine showing of “Sun- 
shine Fashions," but are 
types suggested by 
BOOT AND SHOE RE- 
CORDER as suitable for 
these and similar cos- 
fumes. 



















shorts are smart and flattering for most women wy 
have passed the “bobby sox” age. Many interestiy 
Cholo coats were shown for wear with these 
This coat is patterned after the jackets worn re 
men of Peru. 

Cotton, as a material, has become essential wit 
designers this season, and was shown in tailored aj 
strictly feminine models for the miss and, in 
ticular, for the matron and larger figure. Prints) 
much in evidence as were eyelet embroidered b 
frocks. Matching lace and dainty white was 
in evidence, soft touches to make a garment 
tinctively feminine. Quite a little plaid was iit) 
duced. : 

For special play suits a méW*print was intr 
by Burdine’s, a colorful depiction of local Se 
Indians on a white screened background. A gi 
piece blouse and shorts with separate skirt a 
clever model. Perhaps the most outstanding nota 
this collection was the cotton hose with hand-painta 
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Above—Burdine’s Black Magic En- 
semble in a Hope Skillman black and 
white plaid with matching parasol by 
Arpad. RECORDER suggests as foot- 
wear for such a costume a spectator 
strap with sling back and black pctent 
leather tip and heel covering. Shoe 
sketched is a Paradise from Brauer. 


Right—A Carmel Coat with new raglan 
sleeves, dropped yoke and sleeve cuffs, 
worn with a coachman crown sailor. 
Interesting shoe pattern for comple- 
menting this ensemble would be this 
high-riding sling pump from Paramount. 














Seminole designs. It takes a brave girl to wear hose with 
*gators running up her -leg! 

In the classic sportswear group a set-in belt line and soft 
fullness in blouse and skirt make a comfortable casual. For 
the older woman an easy-to-get-into, button-down-the-front 
model was offered. 

Suits continue to be the mainstay of a smart resorter or a 
stay-at-home. Pastels were outstanding and the new resort 
suits are distinguished by their softer, easier, more com- 
fortable look. Hibiscus pink, a lovely new shade and some- 
thing becoming to all ages, received much applause. The 
new longer boxy type jacket could be worn with a plain, 
slim skirt. Another ensemble, consisting of a separate skirt, 
print blouse and cape lined with the print, made a stun- 
ning outfit. Trim lines, soft colors, precise tailoring, these 
are the prerequisites of a suit this season, and the severe 
tailored suit is soft®hed by dressmaker details. The shorter 
coat still ranks first for resort popularity. 

Prints are much in the picture again this season. There 
is a large choice jn design with most of them rather widely 
spaced. You may select anything from geometric figures, 
to flowers, to Seminole motifs. 

New note in the style picture, or, rather, one that is agiin 
in evidence after lying dormant for several seasons, are the 
wonderful lounging and hostess pajamas for cabana loung- 

[TURN TO PACE 68, PLEASE] 





Youthful evening dress in Burdine’s 
new high color Hibiscus Pink. The 
eyelet embroidered cotton and peplum 
are important style features. Accom- 
panying shoe, of satin to match the 
satin sash and dog collar, is suggested. 
This feminine, young sandal from Jerro. 





Above—Louella Ballerino’s Cabana Din- 
ner Dress with vivid multi-colored bands 
on black faille skirt. Suggested shoe is 
this red satin ballet slipper on low 
wedge heel and platform. (A genuine 
ballet slipper would be equally right.) 
In the background Ballerino’s Pedal 
Pushers, being introduced to replace 
slacks and abbreviated shorts, repeat 
the same gay Mexican Gypsy theme. 





SLIP-LASTED Method Marks 


1, In the slip-lasted process, upper and sock lining are sewed together in the fitting 
room oj the factory. The platform cover is then sewed through both these units in 
an upside-down position, so the stitches will not show when the cover is reversed and 
pulled down over and under the platform. Stitching operation shown in above photo. 


2. After the upper; sock lining and platform cover have 3. Photo shows the operation by which, 
been fastened together as a unit. the last is inserted. either in this factory, the platform cover is 
by hand, as illustrated, or by machine, in which case the drawn down over the platform and is 
toe of the last is inserted by hand and the machine does cemented to its under side. It is then 
the rest. Operators develop great skill in hand lasting. lasted and pressed down by machine. 
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S} important Evolution... 


So-Called California Process Significant of Growing Interest in Casual 


Footwear. 


This Season It Helps Serve a Vital Need by Providing 


Attractive and Comfortable Summer Footwear That Can Be Produced 
with Minimum Call on Critical Materials Now Devoted to War Use. 


- 


THERE is more interest than ever in the shoe trade this 
season in the so-called “California Process,” and in “slip- 
lasted” shoes. The trade doesn’t seem to draw any sharp 
line of distinction between these terms; “California Proc- 
ess” and “slip-lasted,” as descriptive terms are used more 
or less synonymously. 

Shoe men wh®*are fairly familiar with the details of 
these interesting and important shoemaking processes, now 
employed by approximately 100 manufacturers and used 
in the production of most of the platform-type casual shoes, 
seem to regard “California Process” as a sort of generic 
term, broadly inclusive of all of the popular platform types 
of casual shoes which are being made either by the slip- 
lasting method as illustrated herewith or by some method 
involving much the same general technique. 

In its simplest form, the California Process is nothing 
more than the assembly as a unit of upper, sock lining and 
platform cover to form a pocket into which the last is in- 
gerted before the platform material and outersole are at- 
tached. Some shoe men say it grew out of a method used 


Photographs in this series show some important 
operations in the making of juvenile slip-lasted 
shoes, as produced in the factory of Skippy Sandal 
& Slipper Company, whose co-operation is grate. 
fully acknowledged by Boot and Shoe Recorder. 


in the making of slippers, and exemplifies the trend toward 
easy, comfortable footwear, particularly for wear with 
leisure clothes. 

The lasting may be done by hand, in which case it is 
generally said to have been slip-lasted. It may be done 
by skilfully designed machines, in which case it is said to 
have been force-lasted or press-lasted. There are other 
names applied to both; and there are innumerable argu- 
ments in the tradg even as to the exactness of the ter- 
minology used above. 

Inevitably, of course, variations are many—variations in 
the method of cutting and grading the patterns—variations 

[TURN TO PAGE 66, PLEASE] 


4. Final operation is to attach the outersole, by cemented process in this case. to the 
lasted shoe bottom. Other methods of sole attachment are expected to be used to a 
greater extent than now in connection with the slip-lasted process after the war. 
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Reaching Footwear 


Customers [hrough 





The North display window of Chisholm’s main store is decorated with fish und came to 
give it an outdoor atmosphere. Attention is called to the radio program sponsored hy 
this retail footwear organization, in which a well-known sportsman broadcasts weekly. 


RECOGNIZING that most people, young and old. like to 
indulge in hunting, fishing, hiking, and other outdoor 
sports, the Chisholm Boot Shops, Inc., operators of three 
prominent retail stores in Cleveland, Ohio, and two in 
Toledo, have built up an exceptional program to keep con- 
tact with this potentially large group. The program revolves 
around a weekly radio broadcast bygr“noted fish and gime 
authority, personal appearances of this sportsman at the 
store and before organized groups, and establishment of a 
sportsman’s corner at the main downtown store. Against 
this background many promotional activities are car- 
ried out. 

The sportsman is Pat Patterson, an expert angler and 
hunter whose activities in the field have made him a na- 
tional figure. He was signed to appear in a 15-minute 
radio program over station WJW, Cleveland, every Tues- 
day evening. He was also scheduled to appear at the main 
store every Monday evening during the active fishing and 
hunting seasons, Monday being shopping night in down- 
town Cleveland. At the store he answers questions and 
he becomes a sportsman’s guide and collaborator. Wher- 
ever he appears before clubs and associations, he goes as 
the representative of Chisholm shoes. 

The radio program, known as “All Outdoors,” consists 
of a discussion of outdoor subjects including fishing, hunt- 
ing, hiking, nature lore, the training of dogs, bird walks, 
club news, and similar topics. Each week a contest is pro- 
moted, with a pair of Chisholm shoes offered as an award 


for the biggest fish caught or for some other accomplish- 
ment. Announcement is made of the winner the following 
week over the air, and he receives a letter from the Chis- 
holm Boot Shops inviting him to come to the store to make 
his footwear selection. This procedure of getting more 
people into the store is followed throughout the promotion 
program. 

The radio program calls attention to Patterson’s appear- 
ance at the main store on Monday nights and invites his 
listeners to meet him there. Copies of his broadcasts are 
sent out to all who request them. Chisholm’s shoes are 
mentioned several times each broadcast, but without over- 
commercializing them. 

At the beginning, the radio program was merchandised 
to the public through the local newspapers, a special ad 
appearing in all three Cleveland dailies op opening day. 
Effectiveness of these ads was indicated by the deluge of 
letters which Patterson received following the first féw 
broadcasts. At one of the first broadcasts the entire Chis- 
holm organization was present in the studio as special 
guests. This helped to inform all the salesmen regarding 
the promotion and to stir their enthusiasm for it. There- 
after various sportsmen’s clubs were invited to be studio 
guests each week. . 

In line with the outdoor promotion, the main Chisholm 
store is effectively decorated, inside and in windows, with 
deer heads, pheasants, fish, squirrels, and other game to 
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Chisholm Boot Shops in Cleveland, Ohio, Are Building for 
the Future by Appealing to a Wide Clientele of Sports- 
men and Linking Interest in Their Hobby with Shoes. 


H. L. Jetter, president of Chisholm Root Many a tall fish story is accompanied by the sale of a pair of shoes. Here 
Shops, signs a letter awarding a pair the customer, in the sportsmen’s corner, claims the interest of all as he 
of shoes to a fishing contest winner. graphically demonstrates a recent catch while being fitted. 


Pat Patterson, fish and game authority, and Chishelm Boot Shop's outdoor The winner of this pair of shoes re- 
representative, is shown in the WJW studio during a broadcast of Chisholm’s ceives them from Mr. Jetter while 
' “All Outdoors” radio program. The dog looks interested in his talk! Pat Patterson looks on at the right. 
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rs Shoe SOLE 


\ 


Open Vistas, Enabling Passers-by 
to Look Into the Store, Character- 
ize Coming Shoe Establishments. 
Here's One Now in Operation. 





ToMORROW’S shoe store, when it is completed, will be 
a far cry from that of yesterday when high backed, elabo- 
rate displays blocked the view into the selling space from 
the outside. Store architects and planners are preparing 
for the day when lifting restrictions will enable them to 
put into practice more generally some of the new open de- 
signs they have developed. Occasionally, however, we find 
a present-day store which has been built with an eye to 
these new developments; such a store is that of Foot 
Friend Shoes on Chestnut Street, Philadelphia, which found 
that increasing business made it necessary to move into 
larger quarters across the street from their former location. 

B. J. Chanin, president of the company, who believes 
that maintaining satisfied customers and constantly attract- 
ing new ones has enabled him to grow out of his other store, 
selected one of the most advanced store front designs for 
his new shop at 1614 Chestnut Street. The modern win- 
dows and inviting interior have already proved that their 
value by the immediate response of new customers which 
compelled him to increase his sales personnel by four ad- 
ditional salesmen. 

The building, after renovations from designs made by 
G. Neff, Philadelphia architect, has the unique appearance 
of being only one story with onyx front and conservative 
luminous tube electric sign. However, in the rear the 








Six rows of luminous tubing recessed in the 
ceiling form a continuous strip of high level 
illumination in this attractive new store. 


t 


Modern display windows extend throuch the 
glass front into the interior of the shop. 
lower section of the front ix surfaced with onyx. 


The 


building rises to four floors with a total of 10,000 square 
feet providing adequate space for storage and repair 
operations. 

New style windows have a background of light colored 
fabric adorned with tufts mounted only against the wall 
sides. This arrangement enables a clear view through the 
windows into the store interior. Wide plate glass doors 
separate the windows to form an entrance to the sales floor 
while the windows extend directly into the interior. 

The sales floor, approximately 20 x 100 feet, is covered 
with a broadloom rug of old rose. Side walls are decorated 
with pastel blue floral designs and ceiling is tinted with 
pale rose. Both are enhanced with a high level illumins- 
tion from a single line of light in the center of the ceiling 
extending 80 feet into the store, constructed of diffusing 
glass mounted flush with the ceiling covering recessed high 
voltage luminous tubing. Indirect lighting is installed im 
the rear of the store in a circular cove effect using the same 
type tubes, and provides illumination for the approach to 
the service department where purchases are wrapped and 
repairs are called for. 

Display of shoes is confined to windows and illuminated 
show cases are used only to feature accessories. Light 
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Attention is being focused upon American shoes by recent reports in 
the daily press on the supposed inadequacy of footwear on the Western Front. 

Specifically, these reports have said that there is a Shortage of 
footwear; that the combat poot has not held up during the winter campaign; 
that there are not enough overshoes to make up for the deficiencies in the 
combat boot; and that none of the American footwear was large enough to hold 
the several pairs of sox required to combat trench foot. 





































These same reports have said that as a result, shoe production for 
the Army has been increased; large numbers of a new type overshoe ar® being A 
procured; and extra size shoes are being procured so that the soldier can ‘ 


wear several pairs of sox. 

The facts, as gathered from talks with officials of the Quartermaster 
Corps, are: 

1. Army procurement of shoes has been stepped up, but not because 
of a shortage of shoes on the Western Front. The primary reason for the 
increase was to replenish inventories that were allowed to drop last fall when 
it was thought the war would be over by the end of 1944. 

2. A new type all—rubber overshoe (see illustration on page 62) has 
been developed and limited production will begin this month. This overshoe 
was not developed because of any crisis in footwear in Europe. On the contrary, 
it came about as part of an overall program to continually improve on the 
quality of Army footwear and it will gradually replace the cloth—upper type 
of overshoe for the entire Army. = 

5. The procurement of oversize shoes has not been considered and 
is ridiculous on the face of it, according to the Quartermaster Corps. 

Earlier in the year, as result of varying reports on the matter of 
winter clothing, the War Department asked for a special report from Supreme 
Headquarters, Allied Expeditionary Forces. The report, in part, said: 

"Front line troops do not lack for combat service boots, and except 
for large sizes, have sufficient overshoes. * * * * 

"Approximately 350,000 pairs of combat boots are in the ETO reserve, 
along with 275,000 pairs of overshoes. More than 1,060,000 pairs of overshoes 
have been issued and 375,000 pairs are on unloaded ships in the theater. 

"In addition to the six pairs of wool sox already issued to troops, 
approximately 3,650,000 pairs are in stock, with nearly 9,000,000 pairs 
afloat on ships in European theater of operations waters. 

"More than 386,000 pairs of ski sox have been issued for use with 
shoe pacs and 220,000 pairs of Arctic sox have gone to front line troops. 
Unloaded ships in ETO contain 538,000 pairs of ski sox and 457,000 pairs of 
Arctic sox." K 

The report also points out that there is a tendency among troops 
when in action to discard both overshoes and overcoats. Supply discipline E 
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is being enforced within the theater and an energetic policy of salvaging 
this discarded equipment is being followed. 

Continuing the report says: 

"There is a disagreement among soldiers from privates to general 
officers on the value of different kinds of boots, socks and gloves." This 
could account for conflicting statements on the worth of certain kinds of 
footwear. In fact, the criticism directed at the abilityfof the combat boot 
to stand up under severe weather conditions is the only [TURN TO PAGE 82, PLEASE] 
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YW OU’VE a smart mother, Maryann! For she knows 
that IN CHILDREN’S SHOES EDWARDS IS THE 
NAME. You'll like them, too, Mr. Retailér, for they 
are a shoe man’s line. You'll like the expert way in 
which they’re made. You'll marvel at the easy way 
they fit. The answer is simple enough — Edwards 
Children’s Shoes are right from the wood up, and most 
important to your successful retail operation. You'll like 
the planning behind this comprehensive line. All the 
styles you'll need to sell your tiny customers, and no 
more. Right now, plans are under construction for 
increased production. As soon as Victory comes, these 
expanded facilities will enable Edwards to add progres- 
sive dealers in key communities, coast to coast. Smart 
retailers who have their own reconversion plans in mind 
will do well to investigate the profit possibilities of 
Edwards, the NAME in Children’s Shoes. 





J. EDWARDS & COMPANY © 314-322 NORTH TWELFTH STREET, PHILADELPHIA 7, PENNA. - LOCUST 4347 
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This EXTRA PROFIT, 


BELONGS TO YOU. SOMEONE ELSE WILL GET IT IF YOU DON 


You know that until a new shoe is “broken in,” don’t capture this extra profit then and th 
it almost invariably causes the wearer some discom- someone else will, when discomfort arises, | 
fort—from Cofns, sore toes, callouses, bunions, Make this selling of Dr. Scholl’s Zino-pads ea 
tender spots, chafed heels, instep ridges or blisters. fixed part of your sales routine and see fog QNC 


Your customers know this, too,and would liketodo yourself what a sharp rise you get in you me 
merc 


something about it. Therefore suggest to them— volume and profits on Dr. Scholl’s Zino-pads§ dow: 


Dr. Scholl’s Zino-pads, to insure them against these ee 
on 


practically unavoidable consequences .. . If you ’ - three 
2 . ; 
RY a TH KY = 

(SS a ie 


Yo the 


Zino-pads & 


3 BILLION 
279 MILLION 
ZINO-PAD 
ADVERTISEMENTS 

IN 1945! 


DR. SCHOLL’S i 
HAS OVERWHELMING Ed 
CONSUMER ACCEPTANCE... Maes doea 


CORNS—SORE TOES 


z 


because of the high-powered national advertising constantly kept behind 
this product... A product millions prefer because its use is NOT confined 
to just removing corns and callouses. Dr. Scholl’s Zino-pads also relieve 
as well as prevent corns, sore toes, callouses, tender spots, chafed heels, 
instep ridges, blisters—caused by friction and pressure of new or tight 
shoes. No other method offers all these advantages . . . It will pay you 
more than ever, now, to push Dr. Scholl’s Zino-pads and keep them on 
display to tie-in with this constant flood of national advertising. 


THE SCHOLL MFG. CO., Inc. 
213 West Schiller Street, Chicago 62 West 14th Street, New York 
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S€S«.4 ODD-LOT RELEASE CAUSES 
pads -CHICAGO BUYING RUSH 
See fom QNCE again a bonanza hit the Chi- 




















iN yous ca8° retail shoe business enabling 


O-Daad 


merchants to clear their shelves of 

slow-moving stocks. Although there 

seemed but little newspaper publicity 

the two-week (later extended to 

’ e weeks) odd-lot release period. 

Swhen February 19 arrived there was a 

ncerted rush to shoe departments 

Tthat all but broke down the doors. Of 

large State Street stores, Field’s 

“4s the only one which is open Monday 

qornings, all the others opening at 

As a result the customers seek- 

" ing ration-free shoes on State Street 

descended en masse at Field’s. The 

store doors opened at 9:45 and at ten 

* o'clock there were not less than 500 

customers in the Young Moderns de- 

ON partment alone. The shoes marked as 

tation-free in the Salon were sold out 

in an hour. Those in the corrective 

) shoe department were cleared out in 

two hours and in the other depart- 

F ments the odd lots were completely 
gone in two days’ time. 

The same story, with varying de- 

tails, was repeated in every other shoe 

shop or department store. Basement 

Sections were jammed and, of course, 

it was the all-leather shoe which was 

- seized upon first. In the main, where 

Bixtensive lines were put out in this 

gale, it was the ankle strap which was 

noticeable in numbers. This was ap- 


parently the type which had been the 
‘slowest-selling during the past season, 
) for each store seemed to have con- 
siderable numbers on hand—at the be- 
' ginning of the sale. 

In regular selling, buyers’ experi- 
eMces seem to vary. One man tells 
that customers are daily becoming 
_ “more fussy”—that they are seemingly 
_ more insistent than ever upon quality 
"plus comfort. Others say that women 
will “buy anything as long as it’s 

leather.” The fact remains that shoe 

buying is heavy in every type of store, 
and buyers ruefully regard their fast- 
: emptying shelves and wonder where 

- feplacements are coming from. Even 
the larger stores are beginning to find 
that some quotas are being cut by 
their manufacturers, where they are 

Rot cut out entirely for certain periods 
Those stores which have not as yet 
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received their white Summer lines— 
and to date most have not—express 
themselves as pleased that hot weather 
footwear has not yet arrived. They 
prefer that it come later giving them 
seasonable goods to offer instead of 
having it “snapped up” now. The 
present emphasis in consumer demand 
is on navy and patent. And all manner 
of “open styles” are wanted; sling 
backs, open toes, asymmetrical strap 
treatments, cross-strap sandals, etc. 


th ee 
EARLY EASTER RUSH 
IN NEW YORK 


“|F this keeps up, I don’t know 
where we shall be for merchandise,” 
commented the manager of one suc- 
cessful shoe store on Fifth Avenue, 
reporting on Saturday business over a 
month prior to Easter. For two suc- 
cessive Saturdays there was standing 
room only on his two floors of 
women’s shoes. His conclusion is that 
women are realizing keenly the possi- 
bility of increasing shortages in shoes 
and are buying all that their coupon 
supply will permit. January figures, 
he noted, were 70 per cent above 1944. 
He also noted unusually good busi- 
ness in his men’s department. 
Similar reports have come from 
other stores in this area. “Business is 
too good” is the general feeling. Mer- 








Soaks Fifth Avenue, Chicago, presents 


two models in the popular ankle-strap 
pattern, under the heading “Every- 
one's ankle conscious.” 











chants who have been holding back 
their Spring shoes for the past two 
months are feeling anxious in spite 
of this accumulated inventory. The 
effect of trading up by a large group 
of consumers continues to add to the 
problems of the merchants of better 
grade shoes. Since the beginning of 
rationing, many new customers, form- 
erly purchasers of shoes in lower 
brackets, have crowded their stores. 
Today, these women go from store 
to store trying to find what they want 
in the right size. Finally, tired out 
and discouraged, they take the next 
best, or the next to next best, thing. 
They are buying everything, accord- 
ing to many merchants. What they 
want most right now is patent leather, 
navy blue, platform soles and red and 
some green. 

The men’s departments, which are 
doing better business than was ex- 
pected, are also having difficulty in 
getting merchandise. Aside from 
classic types such as wing and straight 
tip and military, plain toe patterns, 
Norwegian moccasins are in the great- 
est demand. Stores that carry more 
than the usual pairage are constantly 
being cleaned out. Any store that has 
shoes in this pattern is doing a good 
business on them. In the children’s 
departments the situation is still more 
critical, although stores with good re- 
sources report that they are pretty 
well supplied with patent leather dress 
shoes and novelty colors for the Easter 
se&sn. 

In most stores and shoe departments 
the selling of odd-lot shoes released 
by OPA was quickly finished; some- 
times on the first day. Where stores 
had a good many odds and ends, it 
was beneficial. Other stores profited 
little by it. 

— _ * 


UNRATIONED QUALITY TYPES 
POPULAR IN ATLANTA 


THE biggest event in Atlanta's fash- 
ion history took place the end of 
February when the Atlanta Junior 
League presented a gala fashion show, 
“Fashionata”. The show in which 12 
Powers models appeared presented 
the newest Spring finery, as created 
by Adrian and other top-flight de- 
signers. Rich’s was in a whirl for 
weeks furnishing the clothes for the 
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show, in which their newest shoes 
were shown. The shoe feature was a 
plastic sandal, Jeweltone, non-ra- 
tioned, with soles and heels of plastic 
and ribbon straps tied in ballet fash- 
ion; it was a big hit. Another espe- 
cially attractive style was a black 
gabardine sandal with jeweled toe. 
Davison’s has completed an acces- 
sory bar at the entrance to its shoe 
department which has attracted much 
attention. It has complete accessories 
for any Spring outfit—scarves, gloves, 
jewelry, handbags, and matching 
shoes. Davison’s is featuring this 
month bare sandals in colors, white, 
and patent, in leather and alligator- 
lizard. Seeking some solution to the 





shoe shortage, Davison’s has developed 
a very satisfactory method. A certain 
number of pairs of shoes are ordered 
for delivery to the store every week, 
in order to keep pairs rolling each 
week to the customers. 

According to Thompson, Boland & 
Lee the best selling shoes are those 
that come with matching bags. Their 
top sellers for Easter are russet brown 
and navy blue in all styles, both with 
matching bags. 

Regenstein’s is expecting a ship- 
ment of quality, non-rationed shoes de- 
signed by the maker of their rationed 
shoes. A. J. Stine, manager, expects 
this supply of high-grade, non-rationed 
shoes to help his shoe supply situagion 
greatly and expects many of the At- 
lanta shoe retailers to take up this 
method soon. At the moment, red 
shoes in every style are Regenstein’s 


best sellers. 
* 2 # 


BLUES AND REDS LEAD 
BOSTON SALES 


HAVING sold in about one week all 
the shoes they were permitted to sell 
under the OPA release effective be- 
tween February 19 and March 10, Bos- 
ton retailers spent the remainder of 
the period apologizing not only to 
regular customers but to transient 
shoppers as well for not having any 
more. To many, this particular re- 
lease was more of a nuisance than a 
blessing, and one store went so far as 
to display a sign in its windows warn- 
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A new ash blond shade is featured by 
L. S$. Ayres & Co., Indianapolis, Ind., 
in these leather casuals. 








ing people that no OPA ration-free 
shoes were available, apparently will- 
ing to forego the opportunity to ac- 
quire future customers in favor of 
some peace and quiet in the immedi- 
ate present. 

To red shoes, previously reported as 
being popular in Boston shops, must 
now be added navy blue, running a 
neck and neck race with the brighter 
shade. 

Kay’s-Newport, on Boylston Street, 
reports that blue and red are the best 
colors in pumps, straps and sandals. 
Platform shoes of the dress types are 
selling well and will be even stronger 
later in the reason, this store pre- 
dicts. This applies also to play shoes 
of every conceivable style. 

The Walk-Over Tremont Street 
store is finding a demand for oxford 
types in red, black patent and a com- 
bination of brown smooth leather and 
reptile. In sandal types the best 
colors are red, blue and black patent. 

The Nisley store, also on Tremont 
Street, has been concentrating on the 
sale of black shoes of patent and 
suede in a wide variety of patterns— 
pumps, sandals and oxfords. Ration- 
free shoes of fabric with wedge heels 
also are on display in a prominent 
section of the window. These are in 
brown, tan and dark blue. 








Wilbar’s Tremont Street store, de. 
parting from the vogue somewhat, js 
pushing spectator pumps in brow, 
and white and in blue and white com. 
binations. Their highest-priced shoes 
are pumps of genuine alligator. Their 
lowest are non-rationed shoes of red 
and blue fabric. Some demand is re 
ported for blue and red in dress types 
-—ilso black patent. 

The Arlace store stresses black 
patent in a wide range of styles, blue 
kid pumps and brown reptile shoes in 
pump and sandal patterns. In much 
demand during the recent school and 





college holiday “period were saddle 
oxfords in brown and white. 

The A. S. Beck store features non- 
rationed sandal types of brown and 
blue fabrics, liberally studded with 
brass nail heads for decoration; as 
well as dress sandals and pumps in 
red, blue and black patent. 

On Temple Place, the Selby Arch 
Preserver store has been featuring 
plain pumps and sling-back pump pat- 
terns of black suede; five-eyelet ox 








fords of blue smooth leather with 


perforated vamps; and red suede 
cross-straps with closed heels and 
open toes. 


Nearby, the Thayer McNeil Com- 
pany elected at the same time to push 
blue pumps of many types, some plain 
operas, others with graceful throat 


ornaments. 
* * « 


ST. LOUIS STORES 
FEATURE EASTER SHOES 


DESPITE limited stocks, St. Louis re- 
tail stores are advertising Spring shoes 
and are keeping before the public the 
importance of shoe styles as part of 
Easter ensembles. Window displays 
of shoes are more numerous than im 
previous months, although stocks are 
so limited as to cause displays to be 
made up of various colors and types 
of shoes. 

Selling continues brisk, with de 
mand exceeding deliveries. Scruggs, 
Vandervoort & Barney is selling black 
and navy predominantly in open toe 
styles in either closed or: sling back 
types. Red, green, and beige lizard 
are also selling here. A low heel pump 
has been selling at this store in two 
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STACY-ADAMS 


8 a y 


NOT THE PRICE PER PAIR 
seb-5.-- 3 


Busan complete and lasting consumer satisfaction 
through skilful fitting is the aim of all leading shoe 


*<retailers. It is so much easier to accomplish this end 


with shoes that have built into them superior qualities 
of material, lasting and general construction. That's 
why, in Nordstrom’s Men’s Fine Shoe Department 
you'll find Stacy-Adams Shoes playing so large a part 
in the activities of this fine Seattle store. 
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BUT THE COST PER MILE 
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variations, one with open toe and 
closed back and the other with 
closed back and large perforation 
trim. In response to an ad, Scruggs 
had good results in selling a platform 
pump with nailhead trim. The pump 
was available in two heel heights in 
blue, red, green and black calf and in 
black patent. 

At Stix, Baer & Fuller a presenta- 
tion of non-rationed play shoes was 
made interesting by an ad, displays 
and by modeling in style shows with 
Summer casual dresses and lounging 
slacks. Selling in volume at Stix are 
patents, navy and colors. Reptile 
shoes are wanted in brown and in 
colors, according to this store’s re- 


ports. The high style wrapped strap 
shoe with bared toes, sides and back 


has found favor with Stix customers. _ 


Also selling in this store are open toe 
pumps with tie bow of the leather or 
patent and with a softly draped vamp. 

Famous-Barr finds a demand for 
wall last, open toe pumps, with a 
d’Orsay vamp, in patent and navy. 
Draped vamps with slashed turtle 
toes and side interest are well received 
at this store, as are navy calfskin 
pumps with butterfly bows, featured 
in the better shoe department. Famous’ 
Paragon shop features a patent or 
suede platform pump with sling back 
and perforated trim. 

At Swope’s selling continues strong 
on navy and black shoes. Patent and 
reptiles are favored as are sling back 
pumps and platform soles with nail- 
head trims. 

Non-rationed types, platforms, nail- 
head trims and colors are the leaders 
in demand at Sonnenfeld’s. Trends 
toward dressy, draped pumps and san- 
dals in patent and navy are noted at 
Kline’s where customer interest is cen- 
tered on dress types for Easter wear. 

All St. Louis buyers and department 
managers report they could sell any- 
thing which they could get and that 
delivery conditions continue to look 
none too bright for future months. 

— ae 


FEMININITY SELLS IN 
MINNESOTA SHOPS 


WITH Spring styles filling the eye, 
shoes of Minnesota stores show the 


trend for femininity that is apparent 
in garments. 
* * —_ 


Minneapolis 


MAURICE L. ROTHSCHILD finds 
the open heel and toe models favor- 
ites. A smart calf shoe with porthole 
trim in black or brown has sold well. 
Black patent leather pumps with high 
heel are good sellers for either street 
or dress wear. 

Brown and black kid and black 
suede oxfords sell well at Stendal’s, a 
store which specializes in shoes built 


_ for comfort, but with smart appear- 


ance. One such shoe comes in black, 
brown or blue crushed kid, black 
suede or tan calf. The variety of 
leathers makes it a popular style. 
Stendal’s show a pucker-toe shoe, with 
cushioned sole, seamless upper and 
fabric covered platform which is sell- 
ing well as a novelty. + 
Color is the big demand at John W. 
Thomas & Co., and the baby doll 


~ pump in red or blue calf is popular. . 


Pumps in several styles, straps with 


open heel, open toe with closed heel, . 


and open toe ties with perforations 
and closed heel have been selling well 
in this color. Turftan, navy blue or 
red polished calfskin are selling in ex- 
tension sole models. With large stocks 
to choose from, customers are showing 
interest in conservative models also. 
Black suede is popular. A platform 
pump, with high heel, high platform 
and nailhead decoration is a favorite. 

Baker’s report that black patent 














Nordstrom's in Seattie, Washington, 
offers browns for Spring in open and 
closed pump styles and oné sandal. 


leather and fine black calfskin am 
favorites with their customers. Pum 
are leading in sales. Suit shoes ha 
gone well at Powers. An alligaton 
grain calf pattern with instep st 
and medium heel is a favorite. N 
calf with open toe and open work ¢ 
the instep has sold well. 

Roy H. Bjorkman has featured ¢ 
sabot strap sandal in fine baby calf 
in black. A d’Orsay butterfly pump 
to complement daytime frocks or t 
be worn with suits has sold well here 
It comes in black patent leather and 
in black, brown, navy and turftan calf, f 


* * #*# 


St. Paul 


A CALL to colors marks many of the # 
Spring styles in this city. Field-Schlick 
is showing sling pumps in red calf @ 
in black patent. A modified d’Orsay 
in the same colors and a bow pump, 





nailhead studded, in black or brown 
are featured. 

Schuneman’s, Inc. show more blacks 
and browns than other colors. A genw 
ine lizard in either black or brown 
with medium heel and a high vamp tie 
sells well. Another genuine lizard 
high heel pump, with open heel in 
golden brown is a favorite. Macey’s 
is showing alligator calf with red plat- 
forms to accent the costume. Maurice 
L. Rothschild shows a wide variety of 
styles with one special style which ac 
cents comfort features in brown, blue 
or black. 


* * #*# 


Duluth 


THE Glass Block reports that reptiles 
are rapid sales items, especially in 
gray beige which is neutral and can 
be worn with all colors. A sling pump 
on a mediumfheel is a favorite in this 
material. 

Oreck’s featured polished brow 
calf in several styles which are prov 
ing favorites. A bow trimmed pump 
with a closed back and open toe, and 
white stitching on the vamp and bow 
is liked. An open toe sling pump is 
preferred by the younger group, # 
closed toe, open heel pump with medi- 
um heel has sold well for the street 
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SEVEN LEAGUE STRIDES 


\ with arom 
: SHOES FOR MEN 


| no mystery 
about AIR-O-MAGIC’S rapid climb to 
leadership! A quality product, plus sound 
merchandising, plus a powerful national 
advertising campaign is combination enough to 
assure AIR-O-MAGIC’S high position in the 
shoe industry. BUT, AIR-O-MAGIC has gone 
one step further .. . for never once have we 
forgotten our old customers . . . never once have 
we neglected our pledge of faithful and 
continued service. You won’t go wrong with 
AIR-O-MAGIC .. . for AIR-O-MAGIC is . 
dedicated to the future . . . serving you! 
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8 HORTAGES of manpower and materials in this district 
have been getting progressively more acute week by week. 
As the season moves forward, deliveries are getting worse. 
Some factories that have heretofore chalked up good 
records are now three to four weeks behind promised 
delivery dates. 

While there has been some recent loss of manpower, this 
feature doesn’t seem to have been the chief cause for the 
subsequent drop in production schedules. It is rather due 
to the extreme shortage of supplies. Manufacturers are 
finding it almost impossible to plan definite delivery sched- 
ules. Monthly allotments of leather, against which orders 
were booked months ago, are being cut by all sources of 
supply. At no time during the war have manufacturers in 
this district been so put to it to keep their plants running. 
Shut-downs of various departments are now growing more 
frequent for lack of materials. Meanwhile the style depart- 
ments are going ahead with the development of the new 
Fall lines. Many a new sample is being worked up on an 
if-the-materials-are-available basis. 

St. Louis style houses plan to have the new lines ready 
by April 8th. As usual, most of the factories will have 
them on display in their factory sample rooms at this time. 
Some of the sales representatives plan to show at the vari- 
ous St. Louis hotels that week, but no concerted effort is 
being made to encourage buyers to come to St. Louis. 
Eastern representatives of St. Louis houses are planning 
to show their lines at New York from April 15th on, either 
in hotel sample rooms or at their respective New York 
offices. 

In line with the recent directive of Mr. Byrnes, prohibit- 
ing conventions and trade gatherings, the St. Louis Shoe 
Manufacturers Association has atlopted the policy of re- 
fraining from the promotion of trade gatherings. 

The sales managers here state that rarely does a week 
pass now in which they do not get a letter from a dealer 
who announces that he is liquidating his business because 
he cannot get shoes. Others indicate that dealers here and 
there are laying off help. At the same time merchants are 
coming to market and insisting on more shoes because of 
a new department or a new store they have bought. 


A.tHoucH North Shore manufacturers of women’s 
novelty footwear already are working on samples not de- 
signed for selling at retail before next Fall, it is by no 
means a certainty that present production estimates can be 
achieved. This is due not so much to the manpower short- 
age, since these factories employ large numbers of women 
- workers, as it is to the uncertainty regarding the supply 
of fabrics, many of which are to be used in these shoes. 
The best example of what war can do to materials ordi- 
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narily used for civilian consumption is the fabric which 
simulates leather. Here there is a shortage of the ingredi 
ents used in coating the fabrics andthe manufacturer may 
have to contend not only with a fabric shortage but witha 
chemical shortage as well. 

These samples show one decided deviation from what 
has come to be accepted as normal, at least in sandal types, 
A far larger proportion than in the past have closed toes 
and heels, a perfect illustration of a style change made 
necessary by quality deterioration in @ related accessory, 
In this case, the reference is to women’s hosiery, which 
wears out so easily, in many of the popular-priced lines, 
that they cannot be worn inside shoes which expose the 
toes and heels. The fabric expected to be the most pope 
lar in these shoes, of course, is gabardine, and suppliers 
of this fabric seem likely to have as much pressure put 
on them for deliveries in the desired quantities as tanners 
have during the past. 

After having slumped badly during last December, the 
first month of the new year (January) showed a sharp up 
swing in orders placed in the shoe and leather industry, 
according to figures compiled by the Associated Indus- 
tries of Massachusetts. Orders placed during December 
were 75 per cent of the normal year—1926—while in Janv- 
ary, they were 2 per cent above normal, an increase over 
December of approximately 35 per cent, and 20 per cent 
higher than January, 1944. This increase is partly ac- 
counted for, of course, by orders placed for leather from 
which military shoes are made; but there was, also, a 
sharp increase in orders placed with shoe manufacturers 
by merchants. 

_ There was also a decrease in New England shoe produc- 
tion during December, according to statistics compiled by 
the New England Shoe and Leather Association from fig- 
ures furnished by the United States Bureau of the Census. 


Change 
ALrHouGH the recent government suggestion that every 
manufacturer of men’s welts turn over at least 50 per cent 
of his production to government work has been put in the 
form of a “request,” every shoe maker inevitably interprets 
this as a directive from Uncle’ Sam. It is to be noted that | 
the present emphasis in all lines is to achieve the greatest 
possible amount of war goods in every classification. Indus- 
trialists comment that when last Fall there was every ex 
pectation of a quick peace, enormous cutbacks were ef- 
fected in government orders. When these sanguine hopes 
were not realized on the field of battle, it was necessary to 
increase orders once, again and as a result merchandise 
needed for the war operations is just beginning to catch up 
with where it was last November or December. The govern- 
ment will not again take any risks of being caught with “too 
little too late.” Thus this new softly-worded ruling will 
apply to shoe manufacturers at least until June first. 
As a result of this new production emphasis, one learns 
that 60 per cent of all the men’s welts produced in this 
[ADDITIONAL MARKET NEWS ON PACE 64] 





Boot and Shoe Recorder 

















= 





at 


oe 
é 






You can’t take anything away 
from the “kid” who has proved his 








, an mettle and passed every test 
p up with flying colors. 

ustry, And ... you can’t take any- 
ndus- 






thing away from Kid Leathers . . . 
they, too, have won high 






















































over acclaim with definite points of 
cent superiority. 
Per KING KID is undeniably smart .. . 
0, 8 appealing to the designer’s 
urers imagination . . . supple to the crafts- 
man’s touch . . . easy on the 
a wearer's foot . . . while its durabil- 
fe i ity has been proved beyond 
sus. question. 
For upwards of a century, 
KING KID has represented the fin- 
est achievement in the tan- 
ning of Kid Leathers. Last and Pattern lend 
oe new interest to Postwar 
“a model, featuring—Multiple Straps— 
a / / New Pug Toe Last and Globular Heel 
shot AFTER V-DAY COMES K-DAY— KID LEATHERS by ' ZBiniti 
test 
dus- Tepe S. A Division of William Amer Co. 
o BLACK GLAZED KING KID LEATHERS Visi’ RAV ia a 
ol BLACK SATIN KING KID LEATHERS LINE (y ; LE) 
to \ M. & P. BLACK 
lise y ap iy GLAZED KID LEATHERS 
up . produced from the 
=a a MER choicest India Goatskins 
a? KIO LININGS 
al Walltam Company — enters 
SLIPPER STOCK 
r= PHILADELPHIA, PA. + ae, 1832 
4] 
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Promoted to Major’s Rank 
In Quartermaster Corps 


WASHINGTON, D. C.—David W. 
Black, chief of footwear in the Clothing 
and Equipage Branch, Storage and Dis- 
tribution Division, Office of The Quar- 
termaster General, has been promoted 
to the rank of Major in the Quarter- 
master Corps. 

The Clothing and Equipage Branch 
plans and provides supply of nearly 
100 footwear items for Army person- 
nel, including special forces such as 
mountain and jungle troops, the 
Women’s Army Corps, the Army Nurse 
Corps, and certain footwear require- 
ments of other United Nations. Approx- 
imately 3000 sizes of the various shoe 
items are made available to fill require- 
ments of Army stations, and of ports 
supplying overseas operations. 

For seven years prior to coming to 
Washington in December, 1941, as a 
special consultant on shoes for the 
Quartermaster Corps, Major Black was 
associated with the Friedman-Shelby 
Branch of the International Shoe Com- 
pany, St. Louis, where he was in charge 
of various distribution activities. 

Major Black was commissioned a 
first lieutenant in the Army of the 
United States in March, 1942, and re- 
ceived his captaincy the following No- 
vember. His rank of major dates from 
February 17, 1945., 

Major Black is a 1930 graduate of 
Washington University, St. Louis, and 
a 1932 graduate of the Harvard Grad- 
uate School of Business Adminisér& 
tion, Boston. He was a Sigma Chi and 
Phi Beta Kappa at Washington Uni- 
versity, and was a member of the Busi- 
ness Review Board at Harvard. 

Major Black, a son of Mr. and Mrs. 
Robert A. Black, St. Louis, has two 
brothers in the Armed Forces—Robert 
A., Ir., a lieutenant in the U.S.N.R., 
and Kirtley E., a lieutenant in the 9th 
Army in Europe. A brother-in-law, 
Col. Daniel H. Hundley, also is on duty 
with the 9th Army. 


Specialty Leather Allowance 
For Some Uses Cut 


WASHINGTON, D. C.—As a further 
means of ensuring adequate supplies, 
facilities and manpower to meet in- 
creased military and essential civilian 
requirements for cattle hide leather, the 
War Production Board has issued Di- 
rection 14 to Conservation Order 
M-310, reducing the amount of special- 
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ty leather produced from cattle hide 
that any tanner, currier or finisher of 
bag, case, strap or upholstery leather 
may process or deliver for certain des- 
ignated end-uses permitted under Sched- 
ule A of Order M-310. 

In the second and subsequent quar- 
ters of 1945, the quantity to be proc- 
sessed and delivered is limited to 66 2/3 
per cent of the quantity delivered for 
such purposes in June, July and Au- 
gust, 1944. In the first quarter of 1945, 
the quantity processed was 100 per 
cent, and the quantity delivered was 
125 per cent, of the quantity delivered 
in the three months of 1944. 

The specified end-uses are: 

(1) Furniture leather (upholstery, 
top grains and machine buffs only) 
essential for repair and maintenance 
of transportation equipment and office 
and commercial furniture. 





New All-Rubber Arctic 
For Army Use 
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A new all-rubber arctic overshoe has 
been developed by the Quartermaster 
Corps to replace the former cloth top 
overshoe, which has now been designated 
as “limited standard,” the Wear Depart- 
ment recently announced. 

The cloth top overshoe was builf with 
the quarters, vamp, and gore of black 
cashmerette as a conservation measure 
when rubber was more critical than it is 
at the present time. The greater cvalil- 
ability of rubber has made it 
possible to manufacture the all rubber 
overshoe which has many advantages 
over the cloth topped item. 

The new overshoe is more waterproof, 
easier fo clean, and more durable. It is 
made over a new standard Army last and 
Is higher than the cloth topped overshoe, 
being 132 in. from the bottom of the 
sole to the top. Due to its greater 
height, If will be fastened with five 
buckles instead of four as was the for- 
mer cloth top overshoe. The manufac- 
ture and procurement of this item is ex- 
pected to begin this month. 


A 
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(2) Luggage handles and at 
pieces, welts, bindings, corners and 
sures for types of luggage permitted 
Schedule I of Order L-284. b a 
(3) Rifle scabbards, rifle slings, a 
tol holsters and pistol belts to be sien 
to peace officers, guards or cowboys, rt 
The quantities of specialty leathmy | 
indicated for processing and delivesy 
during the quarter 1945 | hi 
ceemed adequate to provide for normif, 
requirements, officials of WPB’s 
er Division said. The officials ad 
that it is expected that tanners, 
riers and finishers of these leathers at 
fected by the direction will continug 
direct their production to the cu 
more. essential civilian and m 
needs. ? 


Heel and Sole Ceilings 
Announced By OPA 


WASHINGTON, D. C.—Dollar-and-c 
ceiling prices have been established fe 
sales in the shoe repair trade of bre 
synthetic rubber heels and soles and f 
black synthetic rubber soles, the Of 
of Price Administration announced 
cently. 

These ceilings will cause no increas 
in prices to the public for the s 
quality heels and soles, OPA said. 

The War Production Board recently 
authorized the manufacture of brow 
heels and soles. The manufacture d 
these items was prohibited shortly 
after Pearl Harbor. Now they will & 
made of synthetic rubber instead d 
natural rubber. 

The new ceilings for manufacturen 
and wholesalers, on the brown heel 
and soles, are 20 per cent higher tha 
the levels they had in March, 1942, for 
brown natural rubber heels and sole 
This increase, OPA said, is necessary 
because of higher costs involved in th 
manufacture of these items from 
buna-S synthetic rubber as compared 
with natural rubber. Wholesalers har 
been given the increase also becaus# 
their prices are historically linked wit 
manufacturers. 

Manufacturers’ ceiling prices hav 
also been established on 15 sizes of halt 
inch brown synthetic rubber heels usd 
on boys’ shoes, the Office of Price Aé 
ministration later announced. 

These dollar-and-cent ceilings are {@ 
heels sold to shoe manufacturers und@ 
the trade designation of “Junior.” T® 
heels are put on new shoes and are mt 
sold separately to the public. 


—— Fs 
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Manufacturing and Markets 


Chicago 
[CONTINUED FROM PAGE 60] 

country will be requisitioned for the use of the armed 
forces. Those houses making only women’s footwear may 
have thought that at least they could proceed along so- 
called norma] lines. But any such hopes were short-lived, 
for the freeze as of February 1 on soles of 64 to 8 irons im- 
mediately affects the women’s shoe picture. These lighter 
weight soles are to be used as the middle sole in army 
combat shoes. 

’ So, whether they want to or not, the women too are enter- 
ing the “sacrifice” picture—though admitt@édly a somewhat 
less painful one than that of the soldier. Thus the produc- 
tion of feminine shoes faces a critical shortage at least till 
April 30, maybe longer. Unless there should be a spectacu- 
larly quick cessation of hostilities, there will doubtless be 
a marked increase in the manufacture of non-rationed shoes. 
Those houses which in the past have steadfastly refused to 
“have any truck” with substitutes, may yet have their hands 
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| NCREASED consumer demand for shoes is reflected by 
increased pressure on manufacturers by retailers. Manu- 
facturers in the New York area are resorting to various 
devices in trying to ease this situation. One high style 
house is writing to its accounts advising them to limit and 
apportion their sales of shoes to customers, one pair to a 
customer. This same manufacturer feels that the proper 
retail association in each town should cooperate in trying 
to meet the problem. Merchants, he says, are coming to 
New York in greater numbers and more frequently than 
during the convention years. 

Another manufacturer’s advice to retailers at this time 
is “to keep their shirts on.” “In fact,” he added, “we 
shall all have to keep our shirts on.” Some manufacturers 
feel that present tight conditions are making the retailer 
appreciate the manufacturers’ problems more than they 
have done heretofore when their own customers were not 
as insistent. Others do not find many of the retailers any 
more understanding than before. They are “tough,” accord- 
ing to these manufacturers. All that can be done is to 
try to explain to them the impossibility of doing more than 
is already being done'to supply them with shoes. There 
is some satisfaction expressed in the fact that “we are all 
in the same boat.” 

The new plan designed to retain men between the ages 
of 18 and 30, classified as 2A and 2B by their draft boards, 
if it can be satisfactorily shown that they are essential 
workers, does not apply particularly to this area, where 
most of the factory employees are over that age or have 
long ago been drafted and sent abroad. Manpower is not 
the principal bottleneck in the New York factories. It is 
leather, upper, sole and lining, as well as other materials. 
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BUSINESS is good, but business forecasts for the immedi- 
ate future are bad. 

When the shoe history of these troubled years is finally 
written, it is likely to be found that the morale of both shoe 
manufacturers and retailers—so far as their own business 
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Retail Sales, Independent Shoe Stores 
January, 1945 


Department of Commerce, Bureau of the Census 
Current Statis:ical Service 
cm————Dollar Sales___——, 
Number Per Cent Change 
eo) ae © 


“Jan.,"45 Jan.,"45 





Firms 

Report- vs. vs. nuary, 

States by Regions ing Jan.,'44 Dec.,"44 1945 
THRAL, ccvdeccecces 553 +26 —29 $4,076,433} 
New England ......... 62 +65 —42 257,841 
Vermont ......eeeees bd eves scene... -. -2R0nne 
DED écceccs 35 +11 —39 143,982 
Rhode Island ........ ° eee ——... >. . 
Connecticut .......... 18 — 2 —42 72,962 
Middle Atlantic ....... 61 + 3 —45 330,068 
Pennsylvania ........ 61 + 3 —45 330,068 
East North Central 155 +22 —33 897,399 
diene cccccesosee 23 +30 —27 259,200 
BEDE Seceseneccecce 27 +24 —26 150,612 
OS eee ee 31 +22 —28 183,094 
Michigan ............ 39 +16 —37 198,585 
WERE «. . » dw dcebace 36 +16 —43 156,008 
West North Central 60 +24 —30 648 
RRP a 21 +22 --28 75,359 
Minsourl <...6....-.0- 23 +34 —25 95,451 
SSS > +15 —40 54,167 
Ree b 16 —32 33,671 

Seuth Atlantic ........ 14 30 —35 1 

SS 7 +61 —35 69,289 
East Seuth Central 7 +23 —28 119,519 
Alabama ............ 7 +23 —28 119,519 
ississippi ........... = bee Seco Muh * > Seema 
West Seuth Central 30 +37 —27 336,090 
Arkansas ..¢....-+--- 5 +19 —82 32,225 
Oklahoma ............ 10 +27 —25 39,027 
I 15 +42 —27 264,838 
BNE "564. 0 éZawedbe 32 +21 —30 222,762 
Oe ee 6 +25 —36 27,955 
MED «cc dccceses 4 +10 —41 16,968 
SEE: ccccessgodes & +18 —25 96,055 
7. See ad eese obese >, tinea 
EE theistessccece b tS 22,438 
este ccabeseoce 142 38 —19 1,531,207 

Washington ......... 23 +47 —13 178, 
| eeee Sores 20 +31 —23 111,747 
Re 99 +37 19 1,240,507 
th: ssecenmeans 10 +43 —24 48,860 
Los Angeles, Cal. ..... 24 4 +1 223,401 
Portland, Ore. 9 +33 —12 64,676 
St. Louis, Mo. ........- & +43 —20 45,171 
San Francisco, Cal. .... ° +32 5 307,583 
Seattle, Wash. Ficccces + 44 +6 49,377 
cient data. Slaaieenad with $3,243,985 in January, 1944, 


* Insuffi 
and $5,769,507 in December, 1944. 





was concerned—just about reached the bottom of the well 
in February, 1945. 

“The next six months,” they say slowly, shaking their 
heads in gloomy apprehension. 

Shoe manufacturers, having tried many ways to get more 
leather and materials and more help, are compelled to cut 
down the orders of old and valued customers and turn down 
other accounts which their salesmen had been wooing. 

Meanwhile, mails are bringing shoe retailers the bad 
news that quotas had to be cut; that their “sales letters” 
to manufacturers from whom they sought extra shoes now 
in return for promises of eternal gratitude, to say nothing 
of plenty of post-war orders, were ineffective. 

Where to get more shoes is a subject which puzzles and 
worries retailers, just as where to get more “makings” and 
help has manufacturers up against a problem such as they 
have never known before. 

Shortages in kinds of shoes that are most wanted are 
foreseen for quite a while, but much that is being worried 
about may never happen. In fact, something is being 
done to see that it will not. - 

Sudden ending of the European war—which most every- 
one expects, but nobody wants to predict after missing be- 
fore—would certainly ease the situation some, even though 
the demands of lend-lease will go up. 

But with leather and other materials getting scarcer, 
manufacturers are resorting to the use of more fabrics for 
uppers; composition soles, which are certainly improving, 
and other expedients. 

Production will add up to more shoes, even though not 
just the kinds that were ordered. They will help make 
retail sales. A way will be found to keep things going, 
although some think otherwise right now. 
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Trimfoot Foot Relief Appliances offer an easy way to increased 
dollar volume and extra money in pay envelopes. Make it easier for 
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i944, you to satisfy your shoe fitters and easier for them to satisfy you. 
well 
hei : : 

HY IT WILL WORK FOR YOU—Wartime condi- 
nore 4 
aa have made more people dependent on 
own feet than ever before. Surveys show that 
hed roximately 75% of the customers that enter 
ers” store are troubled by metatarsal pain and 
how , / 
ing Prlouses. That’s 3 out of every 4! 
and 
and 
hey BATT PES— t thi - 

glbad yu is ca etn TRIMFOOT 103—WWorld’s largest selling all leather meta- 
sod ‘ sales potential mnot eo : > cee tarsal insole. Wafer thin with resilient metatarsal 
ing ng Trimfoot Foot Relief Appliances. ..the and inner-longitudinal rises accurately spaced for 
with the “Incentive to Sell” plan that pays maximum comfort. Ideal for style shoes. 
nl extra bonus to your shoe fitters. Write today Your cost: $6.00 per dozen. Retail, $1.00 per pair. 
igh complete details. Sizes 2-3 thru 11-12 in styles for both men and women. 
er, ° 
for e d © . ” 
ng, 
Appliance Products Division 

not 
ke RIMFOOT COMPANY e TRIMFOOT TERRACE © FARMINGTON, MISSOURI 
T 
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Reaching Footwear Customers 
Through Outdoor Sports 
[CONTINUED FROM PAGE 48] 


lend the proper atmosphere. A large 
blowup of the newspaper ad carrying 
Pat Patterson’s picture and an an- 
nouncement of the broadcasts in the 
rear of the North window have drawn 
considerable attention to the program. 


A section of the men’s department in 
the main store has been designated as 
the “sportsmen’s corner,” and here the 
Monday night gatherings with Pat Pat- 
terson are held during the more active 
seasons. In addition to his appearance, 
one sportsmen’s club is invited each 
week to be present for the purpose of 
telling its story and soliciting member- 
ships. The purpose of the gatherings 
—to discuss fishing and hunting in a 
pleasant atmosphere, and to provide 
guidance in the various outdoor pas- 
times—is appreciated by customers who 
feel that the store is doing them a ser- 
vice in sponsoring such a program. 

All three of the Chisholm stores sell 
hunting and fishing licenses at any 
time during the week. This is another 
part of the service. It is felt that by 
reaching the hobby interest, consider- 
able good will can be built up. When 
these people are in need of footwear, 
they will think of Chisholm’s. 


Results have been most satisfactory, 


MEN OF MERIT 
Mr. E. $. CAMPBELL, Manager 


ag ey bell is successful because 
a 
derful opportunity that the Health 
Spot Shoe Shop plan offered him, 
and he has made the most of his 
opportunity. 
Men who operate Health Spot Shoe Shops have a real incentive 
to make the most of their ability because they receive a very 
liberal share of the profits they help to create. The Health Spot 
Shoe Shop operator puts all of his energ 
— business because he knows that hi 
Under this profit-sharing plan, there is no limit to what 
Spot Shoe Shop operator can earn—it depends on his 


MEN WANTED 


Opportunities are always open for men of merit. Send for application blank 
today if this profit-sharing plan appeals to you. 


1240 W. LAWRENCE AVENUE + CHICAGO 40, ILLINOIS 





HEALTH SPOT SHOES FOR MEN, WOMEN AND CHILDREN 












HEALTH SPOT SHOE SHOP 
1000 McGee Street 
Kansas City, Missouri 


vision to see the won- . 


into building up a 
is income grows ac- 


and it is planned to continue the radio 
program indefinitely. Many pairs of 
shoes have been sold as a direct result 
of the program, according to H. L. 
Jetter, president of the Chisholm Boot 
Shops, Inc., and the effect is cumulative. 
New faces among the customer ranks 
also indicate an ever-widening clientele. 
Perhaps the greatest proof of the suc- 
cess of this outdoor promotion is the 
fact that Chisholm Boot Shops have 
signed up for another six months of 
radio broadcasting following expiration 
of the first six-month contract. 
According to William Flagg, store 
manager, the front window display fea- 
turing the great outdoors attracts con- 
siderable attention, and not a few men 
enter the store after looking it over. 
Many others who come in to buy shoes 
have commented on the radio program 
or spoken of their own fishing trips. 
Altogether, the Chisholm Boot Shops, 
Inc., has experienced a nice increase in 
business as a result of the outdoor pro- 
gram which is considered even more im- 
portant from the standpoint of future 
benefits. In other words, the ties being 
made now are lasting ones. Nothing 
is closer to a man’s heart than his 
hobby, and he is bound to feel friendly 
toward the store that promotes it. 
This is said to be the first time that a 
retail shoe dealer in this section of the 
country has sponsored an outdoors pro- 
gram, but the tieup is a perfectly natu- 
ral one. While hunting boots, hip boots, 














| are directly connected with the sport 


| platform—and still other variations 











moccasins, and certain other footwey 





and an increased turnover of the» 
items is evident, the increased sale gf 
store-wide items is also logical. & 
Chisholm’s the principal turnover x, 
sulting from the outdoor promotion 
date has been in men’s oxfords, 
street and dress. Thus the possibilitig 
are store-wide. The fact that an jp 
creasing number of women hunt anj 
fish each year indicates the growin 
potential in this field. By tapping thi 
vast reservoir of prospective customer, 
the Chisholm Boot Shops, Inc., is build 
ing for the future. 








Slip-Lasted Method 


[CONTINUED FROM PAGE 47] 


in the methods used to attach the p 
form cover not only to the assemble 
upper and sock lining but also to t 
























least some of which are made necessary 
by the substitution of convention 
heels of varying heights for the wedy 
heels used on most casual shoes. May 
of these manufacturing details, or 
ations, have been patented. Most 
them are designed to improve either thy 
fit of the shoe or to increase its du 
bility, or both. Néw ones appear eve 
hour on the hour, almost. 

Platform types of casual shoes m 
in these, ways are sure to play a t 
mendous part in the 1945 Summer 
business, not only because of their st 
appeal and cool comfort, but bee: 
they adapt themselves so readily 
non-rationed footwear .and non-leat 
footwear. Due to scarcity of leather, 
big proportion of warm weather 
must necessarily be non-leather, 
with fewer ration coupons available, 
public will naturally be looking 
shoes that are non-rationed. Platfo 
types and shoes made by the Californi 
process can carry leather soles, 
course, and the platform could be maé 
with a leather covering, so far as 
mechanics of the process go. Footwe 
Conservation Order M-217, how 
does not permit the use of leather as 
platform covering. Many manufactu 
ers are experimenting with all-leathe 
California Process shoes which they eg _ 
pect to bring out after the war, 
interesting combinations of slip-lastit 
with other older processes of shoemak 
ing are being talked about. 

For example, a cemented process ' 
one kind or another is now most get 
erally used attaching to a Californi 
process shoe the outer sole which com 
in contact with the floor or pavemel 
But there is talk in the trade today 
other methods of sole attachment whi 
are expected to come into use after ? 
war. Many shoe men, merchants as 
as manufacturers, are of the opini 
that shoes lasted in one or another 
these simple ways, and with or with 
the present platform construction, & 
destined to play an extremely imp 
tant role in the shoe business of # 
future. 
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At twenty, thirty seems ancient. 

At thirty, forty is distant middle age. 

At forty, well, it’ll be a long time be- 
fore you’re fifty. 

The point is that ten years ahead al- 
ways seems like a long time. Yet, ac- 
tually it passes “before you know it” 
. .. and you find yourself face to face 
with problems, opportunities, needs, 
that once seemed very far in the future. 

This is a good thing to remember to- 
day, when you buy War Bonds to speed 
the winning of the war. 

In ten years—only ten years—those 
bonds will bring you back $4 for every 
$3 you put into them today. 

Think of what that money may mean 
to you in 1955. An education for your 
children . . . a home. . . maybe even re- 
tirement to the place and the life of 
your heart’s desire. 

All this your War Bonds can mean to 
you .. . if you buy all you can today 
and hold them to maturity. 

it won't be long till 1955. Not halfas 
long as you think. 
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KIND OF A GIRL 
IT PAYS TO REMEMBER 





PERHAPS you do remember her! From her very 
first step, she should be paying you frequent visits 
—and she would be too if you were selling Mrs. 
Day's Ideal Baby Shoes. In her home as in so many 
thousands of others, the axiom that "nothing is too 
good for baby" means Ideal for her baby shoes; 
and, accordingly Mrs. Day's reputation has be- 
come national. Her study and practical experi- 
ence has taught her a “know how" and a "know 
why", what materials, lasts, patterns and construc- 
tions are best for the many types of shoes required 
in the development of the infant foot. The confi- 
dence in merchant place in the superiority of the 
Ideal line has enabled him to devote all his efforts 
to a more careful fitting job. That is why with par- 
ents and with the merchants alike, Ideal has be- 
come the accepted name for baby shoes. 


mes. DAY’s IDEAL sasy sHoe co. 


DANVERS °¢ 


MASSACHUSETTS 











Summer Styles Previewed 


At Miami 
[CONTINUED FROM PAGE 45] * 






ing and dining at home. This s 
Burdine’s introduced a whole new g 
of clothes called Cabana Dinner Clot} 
Some of them are very covered up, } 
colorful, There was a long dirndl skj 
of wonderfully colored gypsy bay 
with a very plain black basque. 
other. was a costume brought rig 
from the streets of Teheran, a dr 
man’s coat. In case you have forgottg 
a dragoman is an interpreter in 
country. This great-coat is made , 
coarse cotton striped fabric, with a wi 
hand-woven sash. 

Formal shorties have now won 
place where they may be seen in may 
places. It is no longer chic to appe 
at five in a long dress, so for eveniy 
there is the short dinner dress. 
in the picture ig,the long dinner dre 
and the strictly formal gown. It 
points to the fact that life has resuma 
to a large extent, the formality lost; 
the first chaotic days of the war. 

Some of the important accesso 
notes of the show were these: Parasd 
matching in fabric the frock. This; 
to be a cotton season, so all parasols 
of cotton. 

Matching gloves made from the dre 
fabric, and all bracelet or even longe 
in cuff length. 

Charming scarf stole of matchiz 
print, lined in a soft contrasting shad 

Prints are very important for ev 
occasion—play clothes, street, dinn 
and even formal gowns. 

Hibiscus pink is the outstanding co 
of the season, a soft exciting 1 
shade, becoming to all ages. 

Cabana or lounging clothes ret 

Very noticeable is the strong tre 
toward femininity—much lace and ru 
fles, dainty eyelet batiste, embroid 
edging. More gloves are shown, 
there is a definite trend toward pa 
sols. Hats are gay. Many snoods, so 
almost covered with felt flowers, co 
pleted a number of both dress and 
formal street costumes. Colored sho 
appeared only in the play or lei 
models. Sun and surf ensembles 
very brief and daring. Picture, if 
can, one in black with white eyelet t 
ming, the hem of the full dirndl 
a “diaper” drape in black wool jersey! 

While it is a colorful season, cc 
run largely to the soft glowing past 
The bright Mexican and South Ame 
can tones are not so much in evidene 
It all points to a definitely feminine s 
son; women want to get back into sd 
pretty clothes. 












































No Quotas Here 


PANAMA City, FiA.— Three s 
boys decided to go into the shoe t 
ness and procured their stock by bi 
ing into The Bootery at 230 Harri 
Avenue, recently. They sold the 
at a dollar per pair and might 
done quite a business had the law 


caught up with them. 
BETTER 


March 1! 
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April showers bring May flowers— 
ger And little puddles in large collection; 

Yet toe rubbers are quite enough 

To give sufficient foot protection 

If heels are Du Pont “Pyraheel”’. . . 

It does not fade, looks trim and new, 

Resists all staining, scuffing, too, 
= , 7 re Gives prolonged wear to any shoe! 
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® emo to Selesmen: 


-*) You'll find the shoes that women want 
will have more sales appeal 
if you can say, “Those heels 
are scuffless Du Pont “Pyraheel.” 


DU PONT 


, PYRAHEEL” 


See plastic heel covering 
SETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY ‘ 
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Foot Health Week 
Has Place in Wartime 


Even under the difficult retail ¢ 
tions that exist today, there is a 
place for a local and national p 
tion that stresses Foot Health 
Foot Fitting. Such a promotion 
National Foot Health Week, dates 
which have been announced as Apri?” 
to 28, inclusive. 

You may have had trouble g 
shoes. You may have had difficy 
with customers over shoe stamps, 
may have ration point inventory } 
aches. But through al! the hamg 
annoyances of.running a wartime 
store, no one has yet kept the 
from doing a real conscientious job 
“service.” And service, which is 
interpreted to include good fitting 
vice, is one of the most valuable 
any store can have—any year, w 
any conditions. | 

Even with help shortages and ij 
perienced sales people, it is possible 
give good fitting service as long 
there is conscientious supervision by 
limited number of people who k 
their business. Yet, with all its 
portance to the store, now and a 
the war, how many advertisem 
have you seen saying, “today, when 
ing’ all the shoes we can get is no 
ticular problem, we are just as c 
as ever that the shoes you choose her 
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COMPO SHOE MACHINERY CORP. 
Boston, Massachusetts 
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Today’s Shoe Store 
[CONTINUED FROM PAGE 50] 


colored furniture upholstered in leather, 
and tactfully arranged fitting mirrors 
line the walls on both sides. The result 
is a cheerful and soothing atmosphere 
for customers who welcome a few mo- 


lamps and helps to make the 
Foot Friend Shop one of the most mod- 
ern shoe stores in the shopping area. It 
has maaan unusual interest in both 


shoppers and merchants and is an in- 
dication of the type store many mer- 
chants will desire in the post-war era. 
The entire sales floor can be viewed from 
the sidewalk by a pedestrian, or even 
by the motorist who is stopped by 
traffic. 


Joins Wholesale Company 


BurraLo, N. Y.—Robert Smith, rep- 
resentative of the A. H. Weinbrenner 
Company, has succeeded the late Alfred 
C. Balduf as rubber salesman for the 
Buffalo Wholesale Dry Goods Company. 
He is continuing with Weinbrenner, 
also. 

















You want to sell mere than a pair of 
shoes . . .4vou waat to scl! customers 
who who will hyp buying ay ag 


again! Play Poise Shoes with Maghe 
Chat. Fit wee built re you sell 
healthy happy feet. 

FREDERICKSBURG, VIRG 


FUTURE FRANCHISES ONLY 
AVAILABLE IN CERTAIN CITIES 
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correctly fitted.” Not many, Not 
ly enough. 
National Foot Health Week, April 23 
is a great opportunity for you to 
in with other good shoe stores in your 
gyn, to emphasize that, now as ever, 
are Fitting Feet to Keep Feet Fit. 
Your store, as well as the public, will 
fit because proper shoe fitting is 
of the fundamentals of a success- 
j shoe business, just as surely as 
erly fitted shoes are necessary to 
health. In other words, your good 
y service is about the strongest 
otional point possible this Spring, 
tomers will accept short comings of 
r sorts, if you watch your service— 
ticularly fitting. 
Don’t let the fact that the public 
y has grown more and more 
health conscious; especially during 
those war years, or the idea that you 
ave said the same things so often, de- 
tr you. Those who do know about 
foot health benefits should be given no 
@portunity to forget that your store 
fits shoes properly, ALWAYS. Those 
who need footh health education and 
reminding should not be neglected, even 
now. When normal times return, you'll 
be-appealing to both groups for cus- 
tomers. Having a “head start” will 
make it easier to gain and hold busi- 
ness leadership. 
Cooperative promotion programs are 
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urged, because more can be done by 
working together. Other good mer- 
chants, podiatrists, physicians, health 
authorities and organizations inter- 
ested in public welfare should all work 
together. Usually, a group of repre- 
sentative retailers, and a group of foot 
specialists, make the most practical 
planning group, and are most likely to 
see that a well organized program is 
planned and put through. 

In the cooperative program can be 
included such features as a folder 
on the care of the feet, and the selec- 
tion of proper shoes, a schedule of talks 
by informed persons, foot clinics or 


cards to podiatrists for free examina- 
tion, feature articles for the paper cov- 
ering interesting stories of foot care in 
local war plants, facts and figures re- 
garding the importance of foot health 
te war production, and pointers on the 
care of the feet. Get around the paper 
shortage by using cooperative ads most- 
ly, holding down the individual store 
ads to small space adjacent to the co- 
operative ad or placing signatures of 
all concerned within the general ad. 

In your own store you can use dis- 
play to dramatize shoe fitting, pep up 
salespeople so that they will stress the 
value of proper fitting more than usual. 
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The Celastic Interval—_ 
when the TOE Style of the | 
Last becomes the TOE Style 
of the Shoe. . 























Between “Toe Lasting” and “ Last - 
Pulling” the Celastic Box Toe estab- 
lishes its permanent toe character. 
- During this time on the last—“the 
Celastic Interval” — the lining, box | 
toe and doubler are fused intoa | 
three-ply unit.In sucha toe structure 
there is ample strength and resili- 


(i Cr. 4 lic 4% ency to maintain the contour of 
ol EF the toe and to assure toe comfort 


wa 2s throughout the wear-life of the shoe. 
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SURPASS 
LEATHER 
COMPANY... 


March 15, 1945 


The increased demand of the Armed Service 
for goatskin leather restricts still further the 
supply of Surpass Kid available for civilian 
shoes. Although Surpass continues to do every- 
thing possible to keep production up, the 
demand for shoes of these outstanding leathers 
has outstripped our ability to produce them. 
When the merchant is fortunate enough to 
secure shoes of Surpass Kid, he is able to pass 
on to his customers a Quality that is unique 
today. For Surpass Service in Kid continues to 
conform to the same rigid standards of Uni- 
formity and Dependability which has made 
the Surpass trademark nationally famous. 

And this Uniformity and Dependability of 
the Surpass Kid in the shoes he sells enables 
him to keep alive a bond of service between 
the past and the bright future for which we 
are fighting. 


Peacetime Producers of Surpass Glazed Kid in 
Black and Colors, Capre, Suedes, Linings and 
Kangaroo. For Post-War Shoes, a Complete, 
Dependable Service. 


9TH & WESTMORELAND STREETS 
PHILADELPHIA ® PENNSLVANIA 
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The enemy, from above, would have difficulty identifying this line of well-camouflaged trucks. 
Only from up close can they be seen as they really are. 
Expert “‘insight”’ is similarly used to good advantage in matching up “England-Walton”’ soles. 


Polarized light reveals 
what “‘iInsight”’ sorts 
The first two pictures represent a 
pair of soles that might be considered 
matched by ordinary sorting. But if 
you look closely, you’ll see that the 
stress lines of one don’t match those 


of the other. In ordinary sorting this* 


variation would pass unnoticed... 
to show up later in uneven wear. 


The next two pictures illustrate 
accurate matching by fibre-sorting 
according to England-Walton’s stand- 
ards. Stress lines are alike, showing 


ENGLAND-WALTON DIVISION 


that the soles will give more uniform 
arch support, flexibility and resist- 
ance to strain and wear! 
Looking ahead 
When the war is over E-W FIBRE- 
SORTING will help you get the edge on 
competition, an extra selling feature. 


Boston, Camden, Peabody, New York, St. 

Louis,Columbus,Milwaukee,Los Angeles, 

San Francisco, Ashland, Ky., Newport, 
Tenn., Hazelwood, N. C. 
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Stray to Double Footwear Purchases 





BostoN—From the Boston Quarter- 
master Depot, procurement center for 
military footwear of every type and 
kind, comes warning that in the second 
quarter of this year approximately 
twice as many footwear items will be 
contracted for as in the last quarter of 
1944. The effort to get the quantities 
desired is referred to in an official press 
release of the BQD as a “campaign,” 
qualied by the adjective “staggering.” 

“A steady increase in the procure- 
ment of military footwear,” says official 
the warning, “is evidenced in figures 
recently released from the Boston Quar- 
termaster Depot, which indicate em- 
phatically that one of the largest and 
most staggering military shoe procure- 
ment campaigns is in progress. 

“There is a striking expansion in the 
procurement program now in progress 
for the second quarter of this year 
which amounts in average figures in 
combat boots and service shoes com- 
bined to a total of 3,000,000 pairs 
monthly in which the combat boot fig- 
ure reaches a level of approximately 
2,400,000 pairs monthly. The program 





will ‘up’ procurement almost 100 per. 


cent since the last quarter of 1944. 

“It will be noted that the emphasis, 
in the second quarter procurement cam- 
paign, is on the combat boots, which 
creates a serious production problem 
inasmuch as it is estimated that a com- 
bat boot requires at least 1% times the 
productidn facilities and labor as does 
a service shoe. 

“This does not take into considera- 
tion an additional 40,000 pairs per 
month of supplemental sizes on these 
Tuns . . . sizes outside the hormal tariff. 
Furthermore, the women’s combat boot 

become a standard item and is now 
& procurement of 30,000 pairs per 
month. 

“Wac enlistments and requirements 
for nurses have necessitated an in- 
crease from 18,500 pairs Shoes, Field, 
Women’s, in the first quarter, to 39,500 
monthly in the second quarter. 

“The increase in requirements is like- 
Wise true of Shoes, Low Quarter, Tan, 
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Boston Q@ M D Announces Procurement in Second Quarter of 1945 
to be Approximately Twice Those of Last Quarter of 1944 
—Military Footwear of Every Type Included 





Dates to Remember 


Monthly Shoe Showing, Shoe Trav- 
elers’ Association of Chicago, 
Morrison Hotel, ti. 

27, 1945 


Shoe Show, 
Mich. 


2, 3, 1945 

Showing by Tri-State Trav- 

elers, Hotel Statler, Buffalo, New 

York. April 8, 9, 1945 
Pennsylvania Shoe Travelers’ Asso- 
ciation Show, William Penn 

Hotel, Pittsburgh, Pa. 
May 6, 7, 8, 1945 





wherein initia] figures, arrived at for 
procurement in the first quarter, were 
60,000 pairs; and. procurements of the 
item have increased steadily to a point 
where the second quarter procurement 
is now 150,000 pairs monthly. 

“All in all, the procurement cam- 
paign for military footwear now in 
progress may be called ‘Immense,’ with 
a capital ‘I.’ There is no lessening in 
the need for military footwear, and 
procurement chiefs have a staggering 
job on their hands to keep abreast of 
the campaign.” 

Announcement is made by Major 
William N. McAdoo, executive officer of 
the Procurement Division, Boston 
Quartermaster Depot, that Fred Tetz- 
laff and W. A. (Bill) Cunningham are 
back on the job as upper-leather con- 
sultants at the depot. 

Mr. Cunningham, a veteran of World 
War I, served at the Boston depot from 
March, 1942, until Sept., 1944, at which 
time he returned to the Northwestern 
Leather Company Trust, a company 
with which he has been identified for 
many years. 

His new duties at the Boston QM 
Depot will take him to all parts of the 
United States, assisting tanners and 
leather manufacturers in all problems 
relative to upper leather production 
and distribution. 

Mr. Tetzlaff who came to the govern- 

{TURN TO PAGE 81, PLEASE] 


May Use Lighter Weight 
Uppers on Army Shoes 
Boston.—Among changes in specifi- 


“cations for Army service shoes and 


combat boots, made necessary by the 
shortage of weights and types previous- 
ly used, the most recent to be an- 
nounced at the Boston Quartermaster 
Depot is one permitting the use of up- 
per leather lighter in weight than that 
formerly insisted on. 

“Tt has become necessary,” says the 
Army’s press release, “to tan and fin- 
ish into flesh-finish chrome retan upper 
leather, all available hides that will 
produce leather gaging four and one- 
quarter ounces and up in weight (mea- 
sured in bend area). The Military Ser- 
vices have requested the War Produc- 
tion Board to urge all tanners to sup- 
ply to contractors in the proportions 
produced, ‘H’ and ‘HH’ weights, so that 
no one contractor will be forced to cut 
shoes entirely from ‘H’ weight leather. 
It is desired to maintain, so far as pos- 
sible, a minimum weight of five ounces 
in the vamps. In order to accomplish 
this, the heavier sides must be care- 
fully scrutinized and the operators in- 
structed carefully so that all vamps 
obtainable will be cut from the heavier 
sides.” 

Indicative, also, of the stepped-up 
tempo of Army shoe buying is an- 
nouncement that contracts have been 
entered into with 12 last manufacturers 
to furnish more than 73,000 pairs of 
hinge lasts of the Munson type, over 
which Army service shoes and combat 
boots are made. 

Announced contracts for shoes, how- 
ever, continue to be in the miscellaneous 
category. Recent ones include: 

Women’s low service shoes—George 
E. Keith Co., 39240 pairs. 

Women’s field shoes—The Green Shoe 
Mfg. Co., 2340 pairs. 

Women’s service combat boots— 
United States Shoe Co., 30,000 pairs; 
Milford Shoe Co., 30,000; George E. 
Keith Co., 18,000; and B. A. Corbin & 
Sons, 12,000. 

Men’s shoes—C. & S. Shoe Co., 5000 
pairs 

Women’s shoes—Rockingham Shoe 
Co., 13,000 pairs; and B-W Footwear, 
10,000. 

Men’s slippers—C. A. Grosvenor 
Shoe Co., 5688 pairs. 
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Men saws 6-12 
Ledieg’ shee 4-9 


SKI BOOTS 
Limited Allotment 


Special Ski Blucher Pattern 

Heavy Smooth Brown Split Leather Uppers 
Reinforced Natural Retan Leather Tip 

Nine Iron Full Oak Leather Midsoles 
Sixteen Iron Composition Rubber Outsoles 
Regulation Grooved Rubber Ski Heel 
Genuine Leather Sock Lining 


Ration Currency Required 


ORDER FALL REQUIREMENTS NOW 
DELIVERY MAY, JUNE, 1945 


THE ARNOFF SHOE CO., IO! DUANE ST., N. Y. C. 





Advance Plan for 52 Work Weeks a Year 


IN SHOE PRODUCTION 
and VALLEYS 


PEAKS 





value, exceeded the previous high ' 
of 1948 by $60,123}021. Net profits 
$15,204,270, valent to $5.90 pe 
share, were reported after all ch 
taxes and provision for renegotiat 
This compared with a profit of $ 
779,048, equivalent to $5.68 per 

for 1943. 

In a letter to stockholders which 
companied the annual statement, 
Litchfield reported notable progress 
Goodyear’s Research department in ¢ 
fields of synthetic rubbers, synthe 
fibers and plastics and on new p 
ucts for. post-war manufacture. 

Election of two members of the be 
of directors was also announced, 
are L. B. Williams, chairman of ¢ 
board of The National City Bank 
Cleveland, and A. G. Partridge, p 
dent of Goodyear’s Canadian subs 
ary. They replace the late George 
tin and the late Francis Seiberling. 





LET'S PUT THE SHOE INDUSTRY ON A 52 WORK weex Planned basis 


This graph, sent to members of the National Shoe Manufacturers Association, ilius- 
trates the advantages to be gained from a planned 52-week production each year. 


New YorK.—A plan to eliminate 
peaks and valleys in shoe production 
and distribution and to provide 52.uni- 
form work weeks a year for shoe-em- 
ployees has been advanced by the Na- 
tional Shoe Manufacturers Association. 
The graph shown here, sent to members 
of the association, demonstrates the ad- 
vantages of such operation. 

Aims of the plan are seven-fold: to 
reduce production costs, to increase 
quality, to provide more steady employ- 
ment, to eliminate high inventories, to 
eliminate accumulations of dead stock 
at the end of each season, to reduce 
selling expense and to improve the effi- 
ciency of production methods. 

The idea was brought to the trade 
originally at the membership meeting 
of the association in Chicago last Octo- 


Organize Jobbing Business 


St. Louis, Mo.—Alex Goldstein 


ber; since then association officials have 
been studying the possibilities of guch 
operation. The association has sug- 
gested that members give the matter 
serious consideration, both from the 
standpoint of individual advantage and 
those which will accrue to the industry 
at large if the plan is adopted on an 
industry-wide basis. 

Since, in the prewar period, produc- 
tion schedules in peak periods reached 
125 per cent of normal production, the 
association pointed out, and since in 
the slump periods production attained 
was only 75 per cent, it is suggested 
that, in the postwar period, these be 
reduced to a ratio of 105 in the peaks 
and 95 in the valleys, thus assuring 
more even production over a 52-week 
period. 





Goodyear Reports Best 
Production Year in History 


AKRON, O.—Revealing the greatest 
production year in its history, Goodyear 
Tire & Rubber Company reported con- 
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organized the Toby Shoe Company, 
503 North Twelfth Blvd., to engage 
the jobbing of women’s and mis 
dress, play, and sport shoes. 

Mr. Goldstein formerly was a bu 
for Edison Brothers Shoe Company. 


Boston Club Plans 
Annual Meeting 


Boston — The fifty-sixth . annu 
meeting of the Boston Boot and § 
Club will be held March 21 at t 
Hotel Statler. President Francis 6 
Donovan, Boston leather merchant, 
serve as chairman. Governor Mat 
J. Tobin and Lieutenant-Governor 5 
ert F. Bradford will be the 


speakers. 


A feature of the meeting will be t 

solidated sales of $786,722,287 for 1944. election of new officers and directom 

The financial statement was issued by based on the report of the nominatig 

P. W. Litchfield, chairman of the board, committee composed of Frank B. Mw 

at the conclusion of a board meeting terson, Arthur L. Evans, James f 

held here. Gormley, Marcus McWeeney 
Production, as measured in dollar Eugene L. Wyman. 
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Fashion Show and Dinner 
Party Held by Dewees 
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THE FOOT STIMULATING SHOE 


A few of the models who took part in 
the fashion show program when officials 
and employees celebrated the 87th an- 
siversary of B. F. Dewees, Inc. 


PHILADELPHIA, Pa.— Officials and 
‘employees of the Dewees Store, here 





Women ‘Forget Their Feet — 
by Remembering Bellaire 


* 









* * 



















voted to observing it in the store with 








































MAINE 


_ celebrated the firm’s 87th anniversary Ww her Bellaire of end the 
nt in _with a fashion show and dinner party eg wages So ‘looki 
synt recently. The fashion show was held store + Set them. good looking, Lo a 
w pri at the New Century Club where mod- | fortable, invigorating are llaire shoes 
els exhibited hats, dresses and footwear | women literally “forget their feet” —except 
. of the previous century and present | to realize that Bellaire shoes give them ex- 
he bow day styles. The styles shown were au- | actly what they want! 
d. thentic; attire actually made and worn 
. "= in the gaslight era was obtained for 
ank the occasion instead of costumes. 
° PF Thomas Wriggins, president of the | 
a firm, was the principal speaker at the 
J dinner party held in Kugler’s Restau- . : 
ling, rant, following the fashion show. Lt. petri “ae. 
(ig) Thomas Wriggins, Jr., vice-presi- scribes Bellaires 
dent of the firm at present serving with REPEAT SALES 
ess the Navy, was guest of honor. 
ad Girard Gow, store manager, acted as 
om master of ceremonies and became a 
any, & member of the store’s “25-Year Club.” 
Sg Also present was James Coyne, em- | 
miss] ployed with Dewees for 52 years and | 
. “7 of the 25-Year Club. 
o addition to the party celebrating | 
any: — the anniversary, two weeks were de- | BELLAIRE SHOE COMPANY * 





special fashion displays. 





Discusses Future 
Kidskin Plans 
' New Yorx.—Plans for the future, 
when plenty of leather will be avail- 
able, as well as current shortages 
formed the basis of the talk given by 
Miss Rhea Nichols, fashion director of 
‘the Allied Kid Company, at the close 
of the fashion luncheon given recently 
by that company at the Park Lane Ho- 
tel. Many new developments in leath- 
ers for matching gloves, belts, bags and 
shoes are being planned, she noted. She 
also called attention to the probable 
style demand for neutrals—beiges, 
grays, greiges and off-whites. 

Intended primarily to give informa- 
tion to the consumer press, her remarks 
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See 
summarized the current situation in 
the kidskin market. Shortages in the 
supply of kid and goatskins were ex- 
plained in the figures quoted by Miss 
Nichols. The present production of 
these skins cut to about 50 per cent of 
1941 figures does not tell the whole 
store in relation to shoes. Twenty-five 
of this 50 per cent is required by the 
military for jackets, gloves, caps and 
the palms of 0. D. gloves. The remain- 
ing supply has to go into infants’ and 
children’s shoes, as well as women’s. 
Allied Kid Company is doing as much 
as possible for this important age 
group. As a result, only about 20 per 





PORTLAND 







STICKNEY WALKER ING 






cent of the 1941 figures are left for 
women’s shoes. This shortage of leather 
helps to explain the current “naked” 
patterns and the fact that color plans 
will have to wait until after the war. 

An exhibit centered on war uses for 
kid and goatskins was part of the 
luncheon program. This exhibit, first 
shown at N. Snellenburg’s in Philadel- 
phia in a Pan-American exhibit, is .to 
be set up as a permanent educational 
exhibition at the Museum of Natural 
History. Shoes in Spring colors were 
co-ordinated with attractive style fab- 
rics loaned by Botany Mills, Gayly & 
Lord and Dupont. 
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Robert L. Smith, Honolulu 
Buyer, Visits U. S. Shoe Marts 


New York—Robert L. Smith, for- 
merly with J. W. Robinson Company, 
Los Angeles, and later first assistant 
to Paul Kirsh, manager of the severg] 
May Company shoe departments there, 
and who since last Fall has been buyer 
for all the shoe departments of M. Mc- 
Inerney, Ltd., of Honolulu, was in New 
York recently. He is on a buying trip 


that has taken him to San Francisco, 
Los Angeles, Chicago, New York, Bos- 
ton, Philadelphia, Cincinnati and St. 
Louis. He left New York for the west 
February 21. 

Mr. Smith is enthusiastic about Ha- 
waii, its people, its climate and its post- 
war prospects. The war has naturally 
brought a large influx of American ser- 
vice people and civilians employed by 
the armed services, many of whom have 
expressed an intention to remain or re- 
turn when the war is over. He believes 





this factor, added to improved trang 
tation facilities, will result in an 
crease of population and of travd 
the islands. 

At present retail conditions are qj 
cult from the standpoint of deliveries 
merchandise from continental Unj 
States. Frequently shipments are 
up at San Francisco for weeks 
months until shipping space is 
able. Shoes are not rationed in Hawaj 
but Mr. Smith said his firm has 
it necessary to adopt its own system 
rationing in order to distribute t} 
available shoes fairly among custome, 
White shoes constitute about 60 pe 
cent of the business in the women’s & 
partment, and this is true the 
around. Selling is no problem at ¢ 
present time, and due to the inc! 
population a much greater businey 
could be done if.more shoes could } 
obtained. o. 
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Former Shoe Man 
Now Legislator 


Boston.—John S. Whittemore, fo. 
mer shoe salesman, an ex-president ¢ 
the National Shoe Travelers’ Associs- 
tion and now secretary-treasurer of th 
Eastern Commercial Travelers’ Ass 
ciation, an insurance company, is serv. 
ing as a member of the Massachusetts 
State Legislature, having been elected 
by a handsome majority as Republica 
representative from the Fourth Middle 
sex district, part of the city of Newton 
Appropriately enough, he has bea 
named a member of the Committee aii 
Insurance, 








































Henkel Joins Seymour Troy 


New York.—Charles H. Henkel, ap 
sociate buyer of shoes at Oppenheim 
Collins, here, resigned recently. He will fc 
buy shoes, hosiery and bags, and will 
merchandise shoes for Seymour Troy fthi 
at Paternak’s, Washington, D. C. 

Mr. Henkel started his shoe career at 
J. & J. Slater, here; he was general 
manager there when he left a few year 
ago to join Shoecraft. For more than 
a year he has been connected with 
Oppenheim Collins. 


























A NEW LINE OF FOOT APPLIANCES}. : 


Designed to give the dealer a professionel 
type appliance that will bring him a 


longer margin of profit 


Let us show you how a $50.00 stock of our 
supports backed up by weekly size-ins cam 
show a profit of over $1000.00 a year on tem 
sales a week. 












Style V. Tough pigskin top, soft sponge rubber metatarsal 


Women's sizes: 5 thru 10, wide and narrow, $10.50 per dozen pairs 
Men's sizes: 6 thru 13, wide and narrow, $11.50 per dozen pairs 


VOSBURG FOOT APPLIANCE CO. 





Write today for small run of sizes or for our catalog 





1616 LAVACA Sr, 


AUSTIN TEXAS 
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Shoe Man’s Son 
In Japan Raid 


reals New YoRK.—Barney Kimless, New 
Unita k representative of Carmo Shoe 
. te, Co., recently received a long letter 
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LT. CLIFFORD KIMLESS 






















from his son, Lt. Clifford Kimless, who 
has taken part in air raids over Japan. 
He described at length a recent raid in 
which he, as gunnery officer, witnessed 
most of the action. 
“It was when we got to the target 
those Nips let go with a vengeance. 
Flak bursts broke all over, in front, 
and to both sides. Ship was 
i around and so was little 
Gliffy, believe me! As we went on to 
tun the fighters started coming in. 

was really quite a thrill and I 
*t scared at all. No doubt because 
I was so busy... 

“Coming back this old island seemed 
like the most beautiful place in the 
world. I believe this raid was 
of the few things which eame up 
) what I had expected. This sort of 
is undoubtedly the most fascinat- 
ing thing a human being can experi- 

There was no feeling of glorious 
about it at all; it was simply a 
match of wits and nerve with the 
y. 

“And now this thing becomes a per- 
tonal thing with me. They tried to kill 
me and I don’t approve of it. From 
now on I'll kill as many of them as I 
can and look forward to it. But we 
should try not to let this all happen 
mal fegain; it really was terrible.” 

) 


Become Partners in 
Shoe Store 


Visatia, CALIF.—Harry C. Locey, op- 
cal Berator of the shoe store of the same 
ten #8me here, has taken two of his em- 
ployees, G. Guy Honnell and Gerald B. 
Busch, into partnership. The new firm 
Will be known as Locey’s. 

Both Mr. Honnell and Mr. Busch are 
ve of long standing, the former 

a record of 26 years with the store 
aid the latter with 21 years. 
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CHESSIE 





DOLORES 


wea Vow! SEND ORDER AND CURRENCY 


Send Ration Currency with 


Your Order... SAVE TIME! 


You'll look far, wide and handsome to beat 
this trio’ of best-selling $5-$5.50 retailers 
from Godman’s Tarsal-Tred line! Smart, per- 
fect-fitting (patented features), long-wearing. 
And—available for AT-ONCE DELIVERY! 
No war babies, these unusually fine shoes (12 
million feet say “thank you”) are just what 
women will buy. after the war, too. Take 
advantage of our fine in-stock service NOW 
Get your order in today! 


ORDER BY NAME AND NUMBER 


Chessie No. 1300, $3.00, Block Kid, 12/8 L. HI. 
This shoe is also available in EEE for additional 10c. 
Those whose needs call for shoes retailing at $4-$4.50, 
we suggest the Londa, in Torsal Arch grade, which 
matches up with the Chessie. 


Purr No. 1320, $3.00, Black Kid, 12/8 L. HI. 

No. 1321, $3.00, Brown Kid, 12/8 L. HI. 

Those whose needs call for shoes retailing at $4-$4.50, 
we suggest the Eldora, in Tarsal Arch grade, which 
matches up with the Purr. 


Dolores No. 1350, $3.10, Blk. Kid, 15/8 L. HI: 

No. 1352, $3.10, Black Kid—Pat. Tip, 15/8 C. HI. 
No. 1351, $3.10, Brown Kid, 15/8 C. HI. 

Nos. 1350 and, 1352 are also available in EEE for addi- 
tional 10c. Those whose needs call for shoes retailing at 
$4-$4.50, we suggest the Cereta, in Tarsal Arch grade, 
which matches up with the Dolores. 


RATION TODAY! 


THE H. C. GODMAN COMPANY 


COLUMBUS 16 


OHIO 








WILLIAM ISELIN & Co., INC. 


FOUNDED 1808 












Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 
real source of profits. 


Inquiries invited 
357 Fourth Avenue 


Branch Offices 


SUPUUEEEAESGGAGOGUREREOGCREARONEAEORCEEOEOAOAEORCEEI OEE 


NEW YORK 


LYNCHBURGH, VA. GRAND BAPIDS, MICH. LOS ANGELES, CALIF. 
TUAUOUEUOUOGEOUAGEUHOEUGUGEOUUEEROUOGUREDNGROGRGEUEUREGEGEOSOOLOROEOGEOREOESOGREROROREEEOROREOROEOROEOREITS 
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for Manufacturers 
and Selling Agents 
of Shoes, Leather 
and Allied Products. 


SUNAE ENON UONENNNNNE 
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The Krippendorf-Dittmann Company 





concentrates all its manufacturing facili- 
ties on Krippendorf Foot Rest Shoes— 
one brand, one price range ($6.95-7.95) , 
one quality. This policy enables us to 
give our dealers better values in better shoes. 


All Krippendorf Foot Rest Shoes are made in Cincinnati. 
Our buying resources—our knowledge of the leather mar- 
ket—our access to highly skilled labor—are all devoted to 
Krippendorf Foot Rest Shoes alone. And we have made 
our one brand name—Krippendorf Foot Rests—familiar to 
American women from coast to coast. 


Our one-brand policy has proved itself best for us. And 
you can ask our dealers if it isn’t also best for them! 


THE KRIPPENDORF-DITTMANN CO. « Cincinnati, Ohio 
New York Showroom: Marbridge Building 


6% to 57" 


% Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's 
Home Companion, Good Housekeeping, and The Instructor. 


(Slightly higher 
west of Denver) 
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To Observe 25 Years 


In Business 


CANTON, O.—Philip C. Fleischer, Sr., 
will observe his 25th year in the shoe 
business in Canton on April 15. Orig- 
inally he owned the shoe department in 
Klein, Herrerman & Zollars depart- 
ment store. In 1929 he opened Fiei- 
scher’s Shoe Store. Previous to his ac- 
tivities as a shoe retailer, he spent 
seven years in various factories in Cin- 
cinnati. 

Mr. Fleischer, who is active in civic 
enterprises, is devoting much of his 
time to the Philamatheon Blind Society. 
He has been appointed head of the re- 
80 


habilitation of the blind for the state 
of Ohio and has obtained a grant of 
money to build a modern industrial 
plant which will employ only the blind. 
Mr. Fleischer’s son, Philip, Jr., is 
associated with him in the business. 





Pape to Distribute Play Shoes 


New YorK—James C. Pape, former- 
ly connected with Ropeez, Inc., has 
formed the firm of James C, Pape & 
Son and will operate as a wholesale 
distributor of casual shoes and house 
slippers. Offices of the firm are in the 
Empire State Building, here. 


Trade Literature 







Kid Group Shows Shoes 
Of the Future 


New YorK.—“Suggestions of 
to Come” is the title of a booklet j 
trating “Kid Leather on the Fag 
Runway” which has been prepare 
the Kid Group of the Tanners’ Co 
of America. The publication illust; 
pictorially the types of kid shoes 
can be worn with various types of 
tumes. Each costume is given 
complete page, printed in color, 
cluded are costumes for casual 
town and travel, afternoon, leisure, 
evening. A final page of seven 
illustrates styles of the future, 
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orthodox in line and construction, dg Yes, 
ing in color, incredibly comfo: X-Re 
they set a fashion standard for the f 
ture.” can 
The shoes shown in the booklet, it fillin 
explained, “today .. . exist only j staff 
single pairs, experimental, provocatigg the | 
They are the first steps to tome war 
when freedom from wartime restr can 
tions will find Kid Leather ready 
bring color, grace, beauty, quality, ¢ mex 
fort, fit and fitness-for-living to tm 4° ‘ 
shoes and fashions of the new world’§ less 
satis 
Novel Advertising Booklet hes 
MANCHESTER, N. H—A _ 164 pe 
booklet, die cut to resemble the pe: In ax 
tive of a novel of about 400 pages, char 
entitled “A Family Affair, The S the 
of Sundial Shoes” is the novel m = 
adopted by Joseph Young, adverti help 
manager, of getting across the story@ ting 
the line made here by the Sundial Sh ghip. 
Co., division of International Shoe 6 
Separate chapters in the booklet If yo 
scribe the advantages of the S Fitte 
name and the Sundial merchandisi ing 
advertising plan. Other chapters taal 
with the company’s pricing policy, ! 
quality of the shoes and their styli statf 
The company makes a broad line your 
shoes for men, women, children, g for ¢ 


and boys. 








Organize Worcester Shoe 


Worcester, Mass.—The Wore 
Shoe Co. has been organized here 
Paul E. Clark, formerly general su 
intendent of the,H. H. Brown Shoe ™ 
and is occupying 5000 ft. of manut 
turing space at 17 Hermon Street, 
an option on additional space in ¥ 
same building. The company is 2 
facturing Army shoe pacs, a # 
high boot with a rubber bottom 
leather top. 

Mr. Clark has been identified 
the shoe industry for many jy 
Worcester and in plants in 
Canada and Maryland. The ce 
plans to make children’s high 
welt shoes as soon as there is an 
in war orders. 
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What Are Chances 


for a New X-Ray? 
® X-Ray 
are being built in lim- 





your order is received. 


Sales Force 


Yes, your trusty 

X-Ray Shoe Fitter 

can go a long way toward 
filling the gaps in your sales 
staff caused by losses to 
the armed services and to 
war industry. Your X-Ray 
con help the remaining 
members of your sales staff 
do a better fitting job in 
less time . . . with greater 
satisfaction to the customer 
.» + serve more customers 
per day. 

In addition, many shoe mer- 
chants find that X-Ray helps 
them train “green” sales 
help in the art of shoe fit- 
ting and shoe salesman- 
ship. 

If you have an X-Ray Shoe 
Fitter, keep it in good work- 
ing order. Remember it is 
one member of your sales 
staff that will serve you and 
your customers faithfully 
for the duration. 


Shoe fitters 


. You 


A) Ran 


X-RAY) 


HOE FITTER . 






“f 3533 NORTH PALMER STREET 
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service expected because 


ACME did the backing. 


BACKING CORP. 


HADLEY A MUELLANPHY Sts 


SHOES continue to represent 
the best values for the American 
consumers’ dollars. Because this 
is so, everyone expects a shoe 


to wear well. 


The unseen strength of most 
women’s shoes is the bond be- 
tween backing cloth and shoe 
material. This is the wall which 
reinforces—or entirely creates— 
tensile power for long usage. 


































Leading manufacturers 
have the easy knowledge 


that their shoes will give the 
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Army to Double 
Footwear Purchases 
[CONTINUED FROM PAGE 75] 


ment from the International Shoe Com- 
pany, Manchester, N. H., where he was 
superintendent of the upper leather 
tannery, will serve as upper leather 
consultant in Boston and vicinity. 

Both men have spent a lifetime in 
the leather business. Their services 
are expected to aid immeasurably in 
bringing production and quality up to 





a maximum. 


Held Adds to Duties 


CINCINNATI, O.—Eugene Held was 
recently appointed merchandise man- 
ager of the entire fourth floor at Mab- 
ley & Carew, here. This includes lin- 
gerie, corsets, negligees, robes and 
four lines of dresses. In addition, Mr. 
Held will continue to merchandise all 
of the shoe departments and luggage. 

Spencer S. Sheideman has been ap- 
pointed assistant to Mr. Held. He will 
devote all of his time at present to the 
women’s and children’s shoes. Mr. 
Scheideman, comes to Mabley & Carew 
from The Nisley Stores in Pittsburgh. 
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*‘OUT-DOR-EES*** 
NON-RATIONED 


CALIFORNIA process-PLAYSHOE 


so." 
a per © 
"Oe. Chleage 


Gabardine 4 eyelet oxford with 
Vino! sole—fiexibie. Colors: Red 
—Beige and White. 


Sizes 4 to 9 packed 36 . te case. 
Giniy erdbte Goassted 0 gee. per 


Recital heels Ualiteg 
WILLIAM COHAN CO. 


Play Shoes—House Slippers— Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 
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Honored With First Flight Priority 











the Craddock-Terry Shoe Corporation was honored with the 


them a first flight shipment b 
out of Lynchburg. In the p 


Department hands AAL Capt. John Booth a package marked “Rush Adve 
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Washington Newsreel 


[CONTINUED FROM PAGE 52] 


point which seems to have a leg to 
stand on. It is a well-known fact that 
no leather, no matter how well treated, 
will remain water proof if soaked in 
the bottom of a fox hole for days on 
end. Tests of the combat boot have 
shown that it will stand up under some 
degree of wet weather, and it appar- 
ently has proven its worth as the most 
readily adaptable piece of Army foot- 
wear. 

Still, the presence of Lawrence Shep- 
pard, Deputy Director, WPB Leather 
and Shoe Division, on the Western 
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Lynchburg, Va.—Because of the volume of freight shipped via American Ex . 
riority perm 
the recently reinaugurated American Airline 1 
to W. C. Smith of the Craddock-Terry Adv “se 
Copy for Boot and Shoe Recorder.” “ 
oth 
" adc 
here, all of the material referred to for 
probably arrived in ETO, has been w ] 
loaded and is available for issue. lar 
Figures cited indicate that while m bor 
sures have been taken to make “ 
our troops have adequate clothing, th * 
are isolated instances where units ’ 
individuals arrive on the line withe foc 
all their proper clothing. Gertain Eng we: 
neer Combat Battalions, for ins uct 
recently arrived improperly clothed a Wi 
equipped on the Sixth Army Gr 
front. In an instance of this kind, i 
mediate action is taken to fill sho 
along with measures to prevent a 
tition and place responsibility. Di 
ciplinary action is taken when 
necessary. anna 


Front would indicate that there is some 
shoe problem that requires a solution. 
The full story will have to await Mr. 
Sheppard’s return, and even then it 
will only be made public if the War 
Department grants its permission. 

In regard to sickness caused by im- 
proper clothing and shoes the report 
from SHAEF has the following to 
say: 

“In spite of recent cold weather in 
ETO, the current situation with respect 
to frost bite and trench foot is not as 
severe as it was in the last two months 
of 1944, * * * Few frozen or frostbitten 
fingers are reported. There has been a 
surprisingly low level of respiratory 
ailments, with no pneumonia and prac- 
tically no colds among troops on the 
line. A few cases occur in rear areas 
and at headquarters located in cities.” 

This report is dated Jan. 25, 1945. 
Since that time, according to officials 






Actually, if there is any shortage 
footwear it is not the fault of thes 
industry or procurement officials in t 
country, rather, the blame lies with t 
overseas supply officers who 
charged with the responsibility of m 
taining adequate supplies in com 
theaters. 





Declare Dividend 

CoLumBus, O.—Directors of 
Schiff Shoe Co. have authorized d 
dends of $1.87% per share on the 9 
per cent cumulative preferred 
called for redemption March 15, 










and the regular quarterly dividend / 
25 cents per share on the common, Ti ‘ 
latter will be paid to holders of = 


Feb. 28, and the preferred is payall 
upon presentation of shares on or sftt 
March 165. 
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~~ , 
ing is not alone a condition of 
the weather and a young man’s 


fancy. It’s a time to change. By | 


changing to the use of soft, resilient 
Cellular Rubber products in your 
footwear, you win an important 
sales point and gain increased 


These foot-health-and-comfort 
products are molded, non-toxic, 
stainless metatarsal pads, arch 
inserts, cookies — also sheet sponge 
rubber for insoles, platforms, lin- 
ings, heel and tongue pads, and for 
other places where added ease means 
added shoe value and repeat orders 
for you. 

Investigate and profit by Cellu- 
lar Rubber’s comfort and support to 
bone and muscle — lightness and in- 
sulating coolness that puts “Spring” 

the step and youth in the feet of 

wearer. 

We will gladly send any manu- 
facturer selected samples of light~- 
weight, resilient cushioning prod- 
ucts we now have in production. 
Write today! 


Sponge 
Rubber 


Products 
Company 


111 Derby Place 
SHELTON, CONNECTICUT 


Plants in Derby and Shelton, Conn. 


Sales Offices: New York, Chicago, 
Detroit and Washington 


WORLD’S LARGEST MANUFACTURERS 
OF CELLULAR RUBBER PRODUCTS 








‘ 
*? bey, ong Sieh 


Dr. Posner’s National Advertising in America’s fa- 
vorite family magazines—reaches a total of over 
6,000,000 readers. This constitutes a powerful force 
consistently directed at parents in your trading area 
... helping every Dr. Posner dealer maintain leader- 
ship as children’s health shoe headquarters. 


DR. A. POSNER SHOES, INC. * 137 Duage Street, New York 13, N. Y. 
Factories: Allentown, Pa. * New Oxford, Pa. 
Chicago Sales Office: Merchandise Mart, Room 1046 
Pacific Coast Sales Office: 63 First Street, San Francisco, Cal. 
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Whiting Appointed Dewey & 
Almy West Coast Agent 


CAMBRIDGE, Mass.—The Dewey & 
Almy Chemical Company recently an- 
nounced the appointment of David V. 
Whiting of Los Angeles as its repre- 
sentative for shoe products on the West 
Coast. Mr. Whiting was formerly with 
Liebman & Cumming and has had many 
years of intimate experience in the shoe 
field. 

. Mr. Whiting will cover the West 
Coast for the Dewey & Almy Chemical 
Company’s Darex shoe products—in- 


soles, counters, welting, sock lining, 
heel pad material, and cements—and 
will maintain offices at 406 South Main 
Street, Los Angeles 13. 

In announcing this appointment, Wil- 
liam F. Mott, general sales manager of 
the Darex Division of the company, 
stated: “With Mr. Whiting as our rep- 
resentative, we believe that we shall be 
in a position to render even better ser- 
vice to our West Coast customers. He 
will, of course, be in very close contact 
with the company’s Cambridge research 
laboratories and can help with any dif- 
ficult shoemaking problem as it arises.”: 
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MOCCASINS 





PLUMP LEATHER UPPERS 
SEWED COLLARS ..- 
ORTHOPEDIC RUBBER SOLES 
IN STOCK 


$4.5 


MEN'S SIZES 6 
BOYS SIZKS 1 — $170 


Chicago, lil.—A new long distance record for retailing men's shoes was hay 
up recently when two American soldiers in Italy ordered shoes from a Hassel Shu 
Store advertisement which they found in a copy of the Chicago Tribune. Thy 
traced outlines of their feet on tissue paper, enclosed them with a money 
and a clipping of the ad, and sent the order air mail to Hassel in Chicago. 

Photo shows Paul A. Hassel, left, and Henry C. Hassel, right, showing Jamu 
L. Garner, center, Chicago Tribune retail advertising staff, the mail order and om 


ARNOFF SHOE CO.,INC.,101 Duane $¢.,N.Y.C 





PLAID SHOE LACES 





PLAID SHOE LACES in stock 
for IMMEDIATE DELIVERY 
$3.60 per gross of 72 pair 
Write for Color Card TODAY 
LYONS & COMPANY 
120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 years 











CASUALS 





MISSES SIZES 11-3 


(half sizes) 


NON-RATIONED 


3-4 Weeks Delivery -~ i 








of the shoes with which the order was filled. 





NESLA Secures Lists 
Of Alien Patents 


Boston.—The New England Shoe 
ard Leather Association, according to 
Maxwell Field, executive vice-president, 
has secured from Washington seven 
printed lists which contain a descrip- 
tion of 914 separate alien patents on 
shoe and leather manufacturers and 
machinery, leather substitutes, plastic 
compositions, nailing and stapling ma- 
chines, hides and skins. These lists 


follow: 
Total No. 


of Patents 


Class No. 1—Nailing and Stapling 51 
Class No. 12—Boot and Shoemak- 
ing 90 
Class No. 36—Boots, Shoes and 
Leggings 
Class No. 69—Leather Manufac- 
turers 9 
Section No. 29—Leather Tanning 
and Glue Pretanning Treatments 26 
Tanning 37 
Leather Products .: 26 
Leather Substitutes 9 


ed to the.L. A. Darling Company, f 
the metal plant here, as a symbol @ 
appreciation from the Armed Fore 
for continued untiring effort and s 
port necessary for victory. 

The Chairman of the Navy A 
Board for Production Awards, Admir 
C. C. Bloch has written Trowbridge 
Stanley, president of the Darling 
pany, in part as follows: “The 
and women of your plant have ¢ 
tinued to maintain the high stand 
they set for themselves when they 
originally granted the Army-Navy 
Award for meritorious service on t 
Production front.” 

Mr. Stanley reports that nearly 7 
employees at the metal plant in Bre 
son are working around-the-clock 
maintain a high volume and quality @ 
war material production, and that th 
will be no let-up until complete victor 
is won. 


Shoe Stores Have 
Second Highest Increase 


BLOOMINGTON, IND.—Independem 


Class No. 149—Hides, Skins and 
Leather 85 
Class No. 106—Plastic Composi- 
tions 
Any member of the trade interested 
in any of these alien patents is welcome 
to study these lists at NESLA head- 
quarters, 210 Lincoln street. 


shoe stores in Indiana ranked’ seconl 
in the state in the per cent of increa® 
of their retail sales in January, 19% 
over their total for January, 1944, 
cording to Indiana Business 
published by Indiana University, wit 
a 24 per cent increase, as com 
with a 28 per cent increase by the 
and ice dealers who led all ind 

The average per cent of increase {# 
all kinds of business in Indiana 
per cent. z 


Terms: 2% 10 days, F.0.B. New York 


_M. D. SHOE COMPANY 
101 Reade Street New York 13, N. Y. 


Darling Awarded Another “E”’ 


Bronson, Micu. — An additional 
white star, the second, has been award- 





84 Boot and Shoe Reco 








“OPENS THE DOOR 
BR TEER 


r 3 : - 4 
: - ee 
res a — 


pers PREADER 
OMATIC CLOTH S 
bari Playshoes, Slippers, ete. 


In actual quality... in promotion 
volue...in actual profits for youl 
You'll want to know more gbout 
these kiddie casvals —Joy-ettes, Jdy- 


teens, and Joy-kix! 


reals OH Frage, 


a 2-6 ip \ 
Pabargi ting leas h 


ne, Cres 
con corduroy gi erie 
’ n, ete, 


el is 


_~" CuTTING Room APPLIANCES 
mm bh. a “2 
f ~— 
oo Ww os . 


March 15, 1945 











Chere 
7 Bey 


RUBBER FOOTWEAR 














MEN'S SNUGFIT RUBBERS 

















CASUALS 


MISSES’ AND CHILDREN’S 




















impressive 
quality of Casuals, the original quality 
casual shoe for men, are unchanging. Dis- 
men count on them today 


criminating 
Les AWEELES, 











Visits Buffalo 
Shoe Showing 


Burralo, N. Y.—Lt. Comdr. William 
O. Umiker, USN, was a visitor at the 
shoe show held here recently. He is the 





LT. COMDR. W. O. UMIKER 


son of Henry Umiker, Western New 
York and Northern Pennsylvania sales- 
man for the Polly Preston Co. of Buf- 
falo. 

Lt. Comdr. Umiker served as a Navy 
doctor in the Asiatic theater, on Guad- 
alcanal and Iceland. He is now sta- 
tioned at the Naval Hospital in Ports- 
mouth, N. H. 


Scholl Features Two Products 


CHICAGO, ILL.—Two products are be- 
ing especially featured by Scholl Mfg. 
Co. One, a new product, is a plastic- 
handled roller-applicator for applying 
leg make-up; the other is Dr. Scholl’s 
foot powder which is the subject of a 
widespread magazine and newspaper 
advertising campaign. 

The “Smoothie” leg make-up appli- 
cator makes it possible to apply the 
liquid without streaking or spotting and 
eliminates the usual messy result to 
hands and floor. A smooth even finish 
is said to result, and rainspots may be 
retouched easily and effectively by 
means of the applicator. 

The campaign for Dr. Scholl’s foot 
powder lays emphasis on prevention of 
foot odors. Recent surveys show that 
servicemen and women are regular 
users of foot powder and will continue 
to use it when they return to civilian 
life. The campaign will be continued 
through 1945 in a large number of im- 
portant national magazines, Sunday 
and daily newspapers. 





New Store to Open 


MILWAUKEE, WIs.—Will’s Shoe Store 
opens for business shortly at 1227 West 
Vliet Street with a full line of men’s, 
women’s and children’s shoes, This is 
oo store formerly occupied by Ripple 

hoes. 
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HEAVY BROWN UPPERS 91-45 


eee RUBBER SOLES 


STOCK 





MEN'S SIZES 6-12 $1.45 
BOYS’ SIZES 3-6 $1.40 
WRITE FOR FOLDER 
GIRLS’ MOCCASINS AND SLIPPER 


CONJOR SHOE CO. 
287 BROADWAY NEW YORK cin 








rrr 


CHILDREN'S SLIPPERS 


OO eee 








In-Stock At-Once Delivery 


CHILDREN’S LEATHER SLIPPERS 
NON-RATIONED 


infants’ Sizes 5-8 
Children’s Sizes 82-12 
Misses’ Sizes 1212-3 





s 1 55 
ae polr 
Terme—Net 10 days F.0.8. New York 
18 & 36 Pair Orders 
Brown or Tan, also Red 


Flexible, Hard Leather Soles 
Scotch Plaid Lining 


GERDA FOOTWEAR CO., INC. 


158 Duane St., New York 13, N. !. 












Spaulding Products 
On Display 

RocHester, N. H.—Numerous exalt 
ples of products manufactured by 
Spaulding Fibre Co., Inc, inclu 
the Spaulding shoe counters, were d# 
played by S. Ellsworth Clow, trea 
and office manager of the concern, at 
recent meeting of the Rochester 
wanis Club. 
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The store with EYE-APPEAL 














is the store with BUY-APPEAL! 


DON’T WAIT to make your 
plans for modernizing your 
» store front and interior. Do it 
now .. . and save delays later. 
This store in Milwaukee, Wis., 





isa good example of the eye- 
appeal you can give a store 
with Pittsburgh Glass. Archi- 
tect: R. E. Oberst. 


WO of the best ways yet discov- 
ered to give people the urge to 
buy at your store are these: Plenty of 
Pittsburgh Glass in your store in- 
lerior . . . to, make it attractive and 
inviting. And Plenty of Pittsburgh 
Glass in your store front . . . to give 
it appeal and stopping power. 
That's a combination that pays off 





‘PUITSBURGH stands for Lualily 





in bigger sales and better business. 
Plan now to put it to work for you 
at the earliest possible moment. By 
planning your new store interior 
and store front today, you'll avoid 
construction delays later. For when 
building restrictions are lifted, 
there’s pretty sure to be a rush for 
store alterations. 





ee 
+. 
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GLASS 


tsb Plate Glass Company 
ate "ieant Building, Pittsburgh 19, Pa. 


ease d me, 
netrated booklets on store modernization. 





Plan NOW to modernize your store and you'll avoid construction delays later. 


See your architect to assure a well- 
planned, economical store design. 
Our staff will gladly cooperate with 
‘Tim. 

And send the coupon below for 
our free books of facts, figures and 
photographs of many actual store- 
remodeling jobs done with Pitts- 
burgh Glass and Store Front Metal. 


without obligation, your 
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WORK SHOES 














FOOT BATHS 





FOOT RELIEF 


Fiors--} 91.00 


guarantee. 


50% PROFIT 
R. E. BROWN 

















PLAY-MOCS 


Loaf with Leisure 


MOCCASINS 


For Men and Boys 


2m eee 


@ Handsewed Mec- 
casin Effect 
@ Perfect Fit and 
Styling 
@ Flexible Comp. 

Soles 
eute cad @ Full Leather Sect 


exeept with piain tee, leather 
tal og Sizes 4-12 D Width 
SEND RATION GHECK WITH ORDER 


ARNOFF SHOE CO.,INC., 101 Duane S$¢.,N.Y.C 








Store Closed for Remodeling 


AUsTIN, TEx.—The ‘Wilson Shoe 
Store of McKinney, owned and oper- 
ated for the past 12 years by Joe Wil- 
son, has been closed for a month for a 
thoreugh remodeling and modern equip- 
ment job. 


Distant Members of the Shoe Fraternity | 


4: 


At a base in the South Pacific a group of shoe men get together to ply their trade, 


Left to right: Sgt. 
Shoe Co., St. Louis, Mo.; W/O Girdle 
Co., Brownesville, Texas; Michael 


. Edward Maloney, former traffic manager for 
Tarpley, shoe buyer for Latham Dry Good 
of Fourels, Inc., Brooklyn, N. Y.. who em 


amilton-Brows 


closed the photo in a letter to BOOT AND SHOE RECORDER; Cpl. Merritt Phillips, 
Phillips & Sons Shoe Co., Indianapolis, ind. 





4+ New Factory to Make 


Play Shoes 


St. Louis, Mo.—Harry Alberstein 
has organized Frolic Footwear, Inc., a 
new manufacturing venture. The fac- 
tory, located at Jonesboro, Arkansas, 
is being set up to produce 1400 pairs 
per day in a temporary location. Oper- 
ations are scheduled to get under way 
March 15. A new factory building is 
to be constructed in the next few 
months and plans call for an eventual 
capacity of 3600 pairs per day. The 
company will produce women’s non- 
rationed play shoes. 

Mr. Alberstein for the past 15 years 
has been engaged in various phases of 
jobbing and wholesaling shoes. More 
recently he was associated with Arnall 
Shoe Company as vice-president in 
charge of production. 

It is reported that the Jonesboro 
Chamber of Commerce raised sufficient 
capital to bring the factory to that city, 
and that the Chamber will hold a mort- 
gage on the machinery owned by the 
shoe concern until the payroll of the 
factory reaches $300,000. 


Control of Cattle Grub 
To Improve Leather Supply 


Los ANGELES, CALIF.—Control of the 
cattle grub would make enough leather 
available to shoe 1,000,000 marching 
men for one year. That was the esti- 
mated loss in leather to this pest in 
1941. The U. S. Department of Agri- 
culture estimated that the loss to this 
pest in meat, milk and leather runs 
into $100,000,000 annually. 


Latest news in the fight against th 
cattle grub and the heel fly is the pro 
duction by Food Machinery Corpora 
tion, San Jose, California, of a power 
spray machine which sprays the backs 
of the animal with an insecticide, kill 
ing the grub. This method was demon 
strated recently on the Noble rane 
near Fresno, California, by William 
Abildgaard of Food Machinery Corpo 
ration, on a registered herd of Here 
ford bulls. The insecticide used was 
manufactured by the Niagara Sprayer 
and Chemical division of Food Machin 
ery Corporation. 

Under undisturbed circumstances, 
the grubs come out of the hides them- 
selves in the Spring of the year and 
they turn into heel flies. The heel flies 
lay eggs on the heels of the cattle, hateh 
out maggots which worm their way into 
the organs, coming out op the cattle’ 
backs. 

These maggots form cysts along the 
backs of the cattle, causing the animals 
to lose weight, making them susceptible 
to other infections which sometimes re 
sult in serious injury. The grubs come 
out through the backs, leaving hole 
which lessen or make worthless the 
hides of the attacked animals. 


Cited for Cooperation 
In Advertising 


PASADENA, CALIF—Among those re 
cently cited by the City of Pasadens 
for outstanding cooperation in wartime 
advertising were: Joyce, Inc., C. B 
Baker, Gudes, Inc., Huggins, H. Johm 
son, Peters Shoe Store, Wetherby-Kay 
ser Shoe Company, all but the first r 
tail shoe dealers in Pasadena, Califor 
nia. 
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Allied hid Company 


BOSTON © NEW YORK © WILMINGTON © PHILADELPHIA © CAMDEN 
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pe treatment with chemicals to make 


them wearable and strong, soft and pliable, Kid and Goat 
a skins are put into large color wheels. In the expertly blended 
pigments and dyestuffs, the skins rock back and forth until they are 
completely saturated with color. The Allied Kid Company pioneered in 
fashion-colored leather. Before restrictions as many as forty colors 
were offered seasonally. During these days of shortages, experiments have 
been carried on, so that in peace new, clear, unusual colors can be dyed. 
A complete record of colors in other fashion fields during the 
war years has been carefully filed, so that they, too, are now 
a part of the ever-growing color library. 
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$4.65 

8 pair 
1 

7%, 0.8. Chae 

Brown imitation leather upper 

with rubber sole and heel. 


Sizes: 6 to 11, packed 36 prs. te ence, 
assorted sizes. 
18 pr. orders accepted. 
Immediate and future delivery 


WILLIAM COHAN CO. 


Play Shoes—Hovse Slippers—Sport Shoes 
Midwest Distributor 
Kaomark and Esquire Shoe Dressings 
19 So. Wells St., Chicago 6, I. 











SHOE ORNAMENTS 
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SHOE BEAUTIFIERS 


by 
DANIELS 








“+ 






Designers and Creators 
of 
Better Shoe Beautifiers 


immediate and Future Deliveries 
Send for IMustrated Catalog 


DANIELS MANUFACTURING CO. 
8520-20th Avenue, Brooklyn, N. Y. 








Mrs. J. G. Jones 


St. Louris, Mo.—Mrs. J. G. Jones, 
mother of J. G. Jones, Jr., president of 
Rice-O’Neill Shoe Company, died re- 
cently in a hospital at Jonesboro, Ar- 
kansas. She was 76. 


Obituaries 
Funeral Services for 
John O’Connor 


Cuicaco — The funeral of John 
O’Connor, prominent Chicago retail 
shoe merchant and president of the firm 
of O’Connor & Goldberg, held February 





JOHN O'CONNOR 


28 at Faith, Hope and Charity Catholic 
Church, Winnetka, Ill., was attended by 
many representatives of the shoe in- 
dustry. Mr. O’Connor’s death occurred 
February 25 and was reported in the 
March ist issue of Boot AND SHOE 
RECORDER. 

Aside from his connection with one 
of the most successful and widely 
known retail shoe firms in the country, 
Mr. O’Connor was widely known be- 
cause of the part he played in many 
trade activities. For many years he 
was a director of the National Shoe Re- 
tailers Association, which he helped to 
organize, and he likewise played an 
important part in planning several of 
the conventions of that organization 
which were held in Chicago, prior to 
the organization of the National Shoe 
Fair. He was an experienced and 
highly successful merchandising execu- 
tive, especially in the field of men’s 
shoes, his partner, Julius Goldberg, 
having directed the women’s branch of 
the business up to the time of his 
death, after which Paul Segal became 
buyer of women’s shoes. 


Mr. O’Connor had been in ill health 
for some months prior to his death. His 
son, John O’Connor, Jr., holds the office 
of vice-president in the O’Connor & 
Goldberg organization. Another son, 
Richard G. O’Connor, is a staff ser- 
geant in the Philippines. He also 
leaves his widow and two daughters. 

B. C. Bowen, vice-president of Boot 
AND SHOE RECORDER, with headquarters 
in the Republic Building in Chicago, 
tells the story of how four shoe men of 
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SHEARLINGS 








COLORED 


ar ond 
dyed ty | EMBOSSED 


Chit CUMARTINN) ON YOUR SKINS 






(Any color you may desire) 
Also Pastel Shades 


We have been servicing 
the fur‘industry for more 
than 20 years and now 
are ready to serve the 
shoe industry. Colored and 
embossed shearlings are 
tremendously popular in 
bootees and slippers. 


If you will submit your in- 
quiry to us, we will be glad 
to give you full details. 


POLAR FUR DYEING CO. 


144 WEST 27TH STREET 
NEW YORK |, N. Y. 

















extraordinary ability came out of the 
old Ruppert Shoe Store, which, at the 
turn of the century, was located on 
Madison Street, just a few doors west 
of State, on the site now occupied by 
McVicker’s Theatre. They were: John 
O’Connor, Julius Goldberg, William M. 
Scholl and Dan W. Landon, who 
eventually became vice-president of the © 
Scholl Manufacturing Co. 

Mr. O’Connor was manager at Rup- — 
pert’s, and Julius Goldberg was the 
window trimmer. They withdrew and 
started their own busihess in 1903. Mr. 
Ruppert and his son continued to carry 
on the business, operating three stores 
in the Loop, but Mr. Ruppert, Jr., died 
soon thereafter. Then Barney Coens, 
who now represents Irving Drew Shoe 
Co. in metropolitan Chicago, came in 
and the stores became known as Rup- © 
pert & Coens Co. William M. Scholl - 
was employed as a clerk after Mr. 
O’Connor left. Landon had left Rup- — 
pert’s a few years before, and subse- 
quently he and Mr. Scholl joined forces 
to start the present Scholl Manufactur- 


[TURN TO PAGE 92, PLEASE] 
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Designers and manufacturers of 
quality lasts for 34 years. Use 
Vulcan "Céntrolled Measure- 
ment" lasts for better fit and 
better style in all sizes and 
widths. 


General Offices: PORTSMOUTH, OHIO 


LAST PLANTS 


Portsmouth, Ohio Brockton, Mass. 
Johnson City, \N. Y. St. Louis, Mo. 


HEEL PLANTS 
Portsmouth, Ohio Effinghom, [i 
Johnson City, N. Y. Rochester, N. Y. 


LUMBER MILLS: Antigo, Wis.; Donken, Mich. 
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Selling faster than ever: 


2 (o) 
Core CHEMICALLY TREATED 


SHOE POLISHING CLOTHS 


Thousands of new users are buying Cadie Cloths for 


that “quick shine in jiffy time’ No paste or liquid 


needed the shoe polish is right in the cloth 
Supplement your shoe polish business by featuring 


this popular line 


No. SH-25—Oversize shoe polish cloth in gay, two-color 
individval envelope — to retail at 25c.; 


Premium Cadie Cloth, carries store imprint and édvertising 
messdge across the face. An excellent goodwill builder. 


“Ne. CO-SH-—Double Shoe Cloth Package, retails at_25¢. 


1E CHEMICAL PRODUCTS, | 





I-T-S Left and Right Rubber 

Heels have the same impor- 

tance to your shoe repair 

volume and profits that na- 

tionally known makes have 

in your sales of shoes. The 

logic of I-T-S left and right 

design, extra pads where most wear comes, is a nn 

vincing sales argument—and exclusive with I-T-S 

Reais) Most of the basic improvements in rubber heel 

designs have originated with I-T-S—and more are on 

the way. The surest way to maintain your present 
shoe repair ewan | is to 
ask for and use all 
I-T-S Left and Right 
heels and Tuffie Heel 
Lifts your distributor can 
allot you — or specify 
them for as much of 
your contract work as 
you can. 


The I-T-S Co. 


Elyria, Ohio 
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LARGEST SELECTION 
OF TOP GRADE SHOES 


SPECIALISTS IN BETTER GRADE 
SHOES FROM 15 LEADING 
ST. LOUIS FACTORIES 


é 
MEN'S - WOMEN’S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 
While in town “C" Well 


M. K. WEIL SHOE CO. 
1215 WASHINGTON AVE. 
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BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO.., Inc. 
WOrth 2-5180-1 
79-81 Reade $t., New York 7, NM. Y. 

















INFANTS' SHOES 











IN STOCK 
Infants White Kid Shoes 





- #401 
Style $507—Semi-hard Sole-Creepers 


Sizes | to 4 $J-10 @ pr. 
Style #401—Soft Sole—Mocassin 


Vamp Sizes 0 to 3 .390 @ pr. 


Prices F.0.B. Chicago 2% 10 days Net 30 
Packed 72 pair to case—Minimum 
orders accepted 18 pr. per style 


WILLIAM COHAN CO. 


— Third Floor — 
Play Shoes-House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Hil. 

















John O’Connor 


[CONTINUED FROM PAGE 90] 


ing Co. Thus; out of one Chicago shoe 
store came four successful men who 
subsequently became important figures 
in the industry. 


A. H. Geuting Pays Tribute 
To John O’Connor 


PHILADELPHIA.—A,. H. Geuting, for- 
mer president of the National Shoe Re- 
tailers Association and for many years 
a close friend of John O’Connor, Chi- 
cago shoe merchant whose death oc- 
curred February 25, issued the follow- 
ing statement on the passing of his 
associate of many years in association 
work: 

“The entire shoe trade was shocked 
by the news of the demise of John 
O’Connor. He was a beacon light in 
the shoe industry. His greatest qualifi- 
cation was his loyalty to his friends and 
associates in the retail shoe business. 
He could always be depended on when- 
ever the retailers’ interest were at 
stake. My personal and close relations 
with him in the early days of our asso- 
ciation were most valuable. 

“IT know of no one who meant more 
in the organization of the National 
Shoe Retailers Association than John 
O’Connor. Indeed, few people in the 
shoe industry realized how great a task 
we undertook to organize the National 
Shoe Retailers Association into an in- 
telligent business-like body to the best 
interest of the shoe trade as a whole. 
Even the little group in which John 
O’Connor was so dominant did not know 
what they were undertaking. Although 
he worked hard for the association, he 
Was very successful and helped many 
others to succeed by his advice and help- 
fulness. Might I say that the seed we 
sowed did bring forth fruit and no- 
body can gainsay the great influence 
that the National Shoe Retailers Asso- 
ciation exerted on the progressiveness 
of the shoe and leather industry. 

“Personally, I shall miss John very 
much. We had been in constant cor- 
respondence and he will ever be in my 
mind.” 





Mrs. Phillipine Werner 


San FRANctsco, CALIr.—Mrs. Phil- 
lipine Werner, wife of Frank Werner 
of Frank Werner Co., died recently at 
her home here. She had been ill for 
about a year. 

Mrs. Werner was a member of Christ 
Church, Lutheran, and was active in 
church affairs. She was also interested 
in gardening, and several years ago the 
California Dahlia Society named a 
dahlia in her honor. 

Survivors are her husband, Frank; 
one son, Russell, general manager of 
the Werner stores; and two brothers. 
aa was in Olivet Memorial 
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Self Conforming | 
CoRRECT SHOE INSERTS| 
Sold exclusively by shoe wHo 


merchants in shoe stores. 
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WALK-ON-AIRE cv. s. pat. & Trace met 


Retails at 75¢ a pair 
100% Mark-Up on Cost 
NORMAL feet are never perfect x 
Shoes are. Our Inserts aid better fitting” 
and give the feet cushioned comfort. Ty 
show them is to sell this profitable item 


Write us for name of our author. 
ised distributer in your territery. 


The “WALK-ON-AIRE” Line: 

Heel Pads—Spring Strides, Metatarsal Pads ~ 
Foot Cradles, Arch Supporte—Foet Rests, te 
Work Shees—Break-in-Seles, for New Shoes. 


WALKONAIR CORP. 
(factory) KNOX, IND. 
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Fred A. Cadwell 


PHILADELPHIA, Pa.—Fred A. Cat 
well, veteran shoe salesman, died re 
cently in the Joseph Price Hospital her 
following an illness of two weeks. Fa 
many years he had sold the line of th 
Plymouth Shoe Co., of Middiebom, 
Mass., in Philadelphia and throughout 
the states of New Jersey and Delaware. 
Mr. Cadwell is survived by a son ani 
a daughter. 


Ti 








Charles J. Shuman 


RICHMOND, Va.—Charles J. Shumal, 
82, who, as a young man, engaged ® 
the retail shoe business in Richmonl 
and was active for many years in Rich 
mond business and other circles, did 
recently at his home here. 

A native of Henrico county, Virginit, 
Mr. Shuman was born November i 
1862, at “The Oaks.” He spent 
early years of his young manhood ® 
Caroline County, Virginia, at “Shuma 
ville,” which his father establ 
later moving to Richmond. / 
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Strategically located right in the heart of the city's 
business, shopping ond entertainment district. 700 
rooms, each with radio, bath or shower. Service 
and food as fauitiess as wartime conditions will 
permit. Reservations well in advance will enable us to 
prepare for you—consequently, to serve you better. 





\ Lord Baltimore Hotel 


ii 
BALTIMORE 3, MARYLAND 
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GREAT LITTLE TIME SAVERS! 


PRICE TAGS 


to harmonize with your trim colors. 





20 different color designs on tags 
IN - STOCK 
Tell us your trim colors and we will send samples 





Size .S desen—61.99 
ont cl CANADA: 
109 different 6 dozen—$1.70 

Prices In Stock 12 dozen— 2.80 





With Store Name Imprinted: 
144 Tickets $4.25 
288 Tickets 6.75 
CANADA: 


144 Tickets $4.55 
268 Tickets 7.35 





Any selection of prices desired 
M. O. or Check with Order Please: 


DISPLAY CARDS: 75c Each; 3 for $1.85 
List of texts to select from will be sent on request. 


Detailed Information on Monthly Service at Your Request. 
BOOT AND SHOE RECORDER 


CHICAGO 4 ILLINOIS 










WITH DISPLAYERS 


Here are proved sales producers. This attractively finished frosted oak 
Shoe Group No. 169 consists of . . . 1 No. 1530 9” table 

2 No. 92-486 12” stands 1 No. 1531 16” table 

2 No. 92-486 18” stands 1 No. 1532 20” table 

2 No. 92-486 24” stands (Furnished with 10” round glass ) 
Write today for the New Darling Catalog 175 of the latest in Com- 
position, Papier-Mache and Wood Displays. 
L.A. DARLING COMPANY + BRONSON, MICH. 


NEW YORK DISPLAY ROOMS— 47 WEST 34th STREET 


FIDARLING 


The Name To Think Of First In Display 









































: | 
‘OP | f Ost p 
G7 Hh Ta ( 


MARBRIDGE BUILDING 


47 West 34th Street 1328 Broadway 
New York 
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FOOT AIDS 


1 lel 


ADD T0 YOUR PROFITS 


by showing and fitting Fischer 
Bunion Protectors. They over- 
come the trouble in fitting stylish 
shoes to feet distorted by Bunions 
and Enlarged Joints. 











baa aoc 


Made of fine strap leather and wool telf 


There is a ready de- 
mand for Fischer 
Bunion and Enlarged 
Joint Protectors for 
the reason it is con- 
sistently advertised 
in consumer maga- 


¥ 


Ask your Shoe Finders SEFORE AFTER 
Dealer. He will be 
- fo supply you. 

ON THE MARKET FOR OVER 40 YEARS 
THE FISCHER MFG. CO. 
3522 N. Downer Ave. 

Milwaukee |i, Wis. 




















SANDALS 
a 
Non-Rationed 


LEISURE SANDALS 


Imitation Leather Uppers; 
Composition Rubber Soles 
CHILD'S 


Children’s Sizes 5-11 .......... 


Ladies’ Sizes 4-9 ...........56- 
Red, Beige, White 

Packed one color, one size range fo case 
ORDER NOW 


'CONJOR SHOE COMPANY | 














287 Broadway New York City 





About Shoe People 


Edwin Hill-has retired from the firm 
of H, C. Marxmiller, importers, because 
of ill health. Mr. Marxmiller will con- 
tinue as heretofore, and plans for the 
expansion of the business will be car- 
ried out. The firm specializes ‘in reptile 
skins and reptile manufactured goods. 

- * + 





Hal M. Roberts, of Greensboro, N. C., 
a veteran of 12 years’ service, has been 
made manager of Butler’s Shoe Com- 
pany. Formerly with the Norfolk, Va. 
store, Mr. Roberts replaces Bud McCar- 
ter, who recently resigned. 

* * * 

John H. Schmanke of Schmanke’s 
Boot Shop, Rochester, N. Y., has been 
spending a few weeks in Florida, an 
annual visit in recent years. His son, 
J. Ottman Schmanke, operates the store 
in his absence. 

s*- * eo 

Ed Booker has sold to Ernest M. 
Jones Booker’s Shoe Store, Seattle, 
Washington. Mr. Jones will operate 
the store. 

om . + 

M. Lee Silen, Seattle shoe man and 
head of the Silen’s shoe store, heard re- 
cently from his brother, Bert Siien, in 
the Philippines, as a result of the re- 
conquest of the Islands by General Mac- 
Arthur. His brother, a radio executive, 
was one of a band of 270 hostages who 
were held in a portion of the Santo 
Tomas interment camp. 

. * 

Huntley N. Spaulding, head of the 
Spaulding Fibre Co., Rochester, N. H., 
has been re-elected president of the 
New Hampshire Children’s Aid Society. 

- * 


Pfe. Roger O. Dubois, formerly em- 
ployed at the Miller-Hermer, Inc., shoe 
factory, Dover, N: H., has been award- 
ed the Bronze Star for maintaining 
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CASES 


eda 


‘‘OUT-DOR-EES*' 


oust "SANDAL 


‘ 


t 


Fen 

g y Mis Pp: ; 
“i ° 
2% 10 days net 30 ~~, 

FOB Chicage Se ie 
ed ey Leather upper with com- 
positian rubber sole. Colors: Red— 
Beige—Turftan—White and Black 
patent. 

Sizes 4 to 9, packed 36 prs. to case, 
Minimem orders accepted 18 prs. per 


Immediate and future delivery 
WILLIAM COHAN CO, 
Play Shoes—House Siippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ili. 











unbroken radio communications with 
his rear echelons while under heay 


[TURN TO PAGE 98, PLEASE) 





New Officers of Michigan Travelers Club 












Detroit, Mich—Newly elected officers of the Michiges Shoe Travelers Club 
Left to right: Sam Kane, secretary; 
$s. Weiss, president; George H. Lawson, vice-president; E. W. Jensen, 


the photographer caught them. 
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KEEP Graehes CLEAN 


Clean brushes last longerand do 
better work. Hold a wet sponge 
to the face of the revolving 


, brush until dry and hardened 


sediment or stain is softened 
and removed. Brushes washed 
while spinning on the shaft 
throw out the water and keep 
it from entering the construc- 
tion at the hub where it could 
cause warping or swelling: 


USE Braches CORRECTLY 


Weeks or even months of wear 
can be added or taken from the 
life of a power brush depending 
on the treatment it receives. The 
best and most economical gum- 
ming and staining is actom- 
plished with the tip end of the 
bristle or hair. “Burying” the 
shoe in the brush turns brush 
material at a sharp angle, weak- 
ens it and causes it to wear out 





THIS 


























Power brushes should be clean- faster. Too much pressure can 
ed at least twice a day. also mat down the hair or bris- 


tles causing them to cut against 
SE ALL OF THE Stash 


each other. 
Another way to get maximum 
EASE) service from a power brush is to 
——~§ move the shoe from side to side, 
ib utilizing the entire face. Avoid 
continual use of one spot as a 
hollow will be worn and the full 
eliciency of the brush destroy- 
ed. Reversing the brush at inter- 
valsalso aids in obtaining longer 
@ore even wear. Use brushes 
correctly and before discarding 
one, make sure that it has given 
all possible production. 












Brushes not in use should be kept in a dry 
box, closet or storeroom with plenty of 
moth repellent. Bristle and hair are both 
favorite foods of the moth. 
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WHAT YOU HAVE 





TAKE GOOD CARE OF 





WHY CONSERVE? 











Classified antl liledid sds 








SALESMEN WANTED 


HELP WANTED 





HELP WANTED 





Essential Workers need Release Statements 





Eveential Workers need Release Statements 





Essential Workers need Release 





SALESMEN: Carry Pocket Sideline White 
Shoe Cleaner; excellent results; profits good. 
ALLEN BURNS COMPANY, 93 Inwood 
Place, Buffalo, New York. 


BUSINESS OPPORTUNITY 











WANTED 


By old established Mexican Leather 
Jobbing Firm with warehouses and 
Agents in the principal Shoe Manufac- 
turing Centers of Mexico, exclusive 
Sales Agencies for Mexico of the fol- 
lowing products: 


Abrasives 

Edee’’ a and Stains 
n 

Needles and Awls 

Thread 

Steel Shanks 


Fiber Counters 
Fiber Board 
Gore 


Linings, etc. 

imitation Leathers 

Cork, Felt and other Platform Materia! 
Cemented Shoes 

ee eee ee 


Machinery for Cemented 
Shoe Machinery of all kinds 
Shoe Ornaments 


Suede and Calfskins 
EVERYTHING FOR THE SHOE INDUSTRY 


United States and Mexican references. 


Address: Box #496, BOOT AND SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











MA. FORTY YEARS OF AGE wishes to 
invest in Manufacturing or Wholesale 4 
ness of Slippers and Play Shoes, with an 
gressive concern. A-l reputation. pf tA 
#507, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


FOR SALE 


Fe SALE—X-Ray and 100 ft Men’s and 

Sectional Single Bow Shoe Shelving, 
oe faced. Reasonable. GEORGE M. 
EVEN, 656 Buckingham Place, Chicago, Ill. 


Om SHOE STORE, SERVING ABOUT 

9000 population. Modern, outstanding in 

= respects. North Central Lakes District 

S. Requires 7 $10,000 cash. Address 

$198, care Boot & hoe Recorder, 100 East 
42nd Street, New von 17, N. Y¥. 














LADIES’ MEDIUM AND HIGH PRICE 
SHOE DEPARTMENT in Medium sized 




















RETAIL SHOE FITTERS 


OUR NATIONAL ORGANIZATION 
OFFERS OPPORTUNITY 


for men and women with retail shoe experi- 
ence to build real career for now and postwar 
2 «. 22 er Chain ef modern shops. 

icoge. Dayton, Detroit, 
ran tok Minneapolis, and other cities. Such 
benefits as free ou hespialiation insurance, va- 
cations with ranks a policy of advancement 
from the = chance to manage or 
own shop ‘ate you have qualifications. 
Write full details a experience, age, etc., to: 


MR. GRIGSBY 
DR. SCHOLL’S FOOT COMFORT SHOPS, Ine. 








WANTED 
MANAGER 


For Shoe Department in Lay 
Retail Department Store, Ch 
Unit, located in Joliet, Iliz 
Starting salary $260.00 m 
Excellent opportunity—no bu 


ing. 
















Address Box 508 
Care BOOT & SHOE RECORDER 





213 West Schiller St., Chicago 10, lilinois 208 South State Street, Chicage 4, Iitinels 
sacs 5 SALESMAN - « » Earn $300.00 
in the STYLE SHOP 


OF TH THE f soUTH. < basis. $50.00 
THE GUARANTEE 


SHOR Ce CO., San Antonio, Texas. 


MANAGERS 


Retail Shoe Chain, splendid op- 
portunities for experienced Man- 
agers with large, progressive 
Shoe Corporation. Our post-war 
lans have created several excel- 
ent opportunities. In reply give 
complete detail of experience. 


#476, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


















TOP GRADE, \EXPERIENCED, 
TING ROOM man as foreman a 
making three thousand pairs 
Women’s High Grade Shoes. Must be 
able to figure prices and obtain prod 
tion. Good pay and good working ¢ 
tions for man meeting these qu 
tions. Location two hours from 8t. 





Adtrem, 2004, care BOCT & SHO REC 
1221 Locust Street, St. is, Me. 





MANAGER, FOR POPULAR - PRIC 


~~! — who knows the business. 


NORTH WASHINGTON AVE., LANS! 











MEN’S AND BOYS’ SHOE DEP, 
MENT. Good wages and bonus for 


position. Apply At— SAM’S, 
MICHIGAN. 














ATTENTION, 
MEN: a in 
Health Spot for men with shoe re 
tailing who are capable of 
responsibility taking complete charge 
store operations. Unlimited earnings under lib 
eral profit plan. Ability to fit shoes 
and friends of customers are 





EXPERIENCED SUPERINTENDENT 


needed for Ladies’ Casual Shoe Factory. 
Must have executive abilities to super- 
vise factory organization closely. Ex- 
ceptional opportunity for right man. 
Please give full details in application. 


Address 2504, care BOOT & SHOE . 
100 East 42nd Street, New York 17, 











Att AROUND REPAIR MAN IN FI 
Ideal_ working 


wages paid in Central West. 
#511, care Boot & Shoe Recorder, 










conditions. Hi 
Address 2 


ROOM. 


State Street, Chicago 4, Ill. 





POSITION WANTED 














ARE YOU LOOKING 
FOR A SALESMAN 


to do your styling and mere : 
and sell the entire output of your 
tory? Am now doing business with 
volume shoe buyers throu ~ 
United States — including 
Mail Order, Chain and Depar 
Stores. Also —_, . any # 
outstanding reputable sources 
materials. Available for immediate 
terview. 
Address #485, care BOOT & SHOE REC 



















100 East 42nd Street, New York 17, N. Y. 





























Northwestern New York tng, Very profitable. SALES 
Latcor gy) ——— popes now in TTENTION WOMEN’S SHOE aren 
armed forces. For information pl Add : LESMAN—RETAIL—Highl i 

Bor #505, Boot and Shoe Recoier: io East | SALESMAN RETAIL—Highly experienced, | A“PACTURERS! Available, April firth East 42c 
42nd Street, New York 17, N. Y. age); now employed highest grade store Mid- notch factory executive and volume sales 
~ dlewest. ires connection with first class ducer. Adaptable large or small orgat 

LADIES sn0e STORE, with fix- establishment Southwestern or Western State. e lent references. Address WAI 
nents $5,000. WRITE: BOX 44, SHERI- Please reply, to Box #500, Boot and Shoe | #491, care Boot & Shoe Recorder, 100 

DAN, WYOMING, 09 South State Street, Chicago, Ill. 42nd Street, New York 17, N. Y. 

LEASE: 

Ladie 

CLASSIFIED ADVERTISING RATES better er 

Matalewee Charen, fh canine tines, Wonted” severt ertisement is 4 cents per word for all undisplayed advertisements : 

Minimum charge, 75 cents. For all other classified eevertisements the rate is 7 cents per word. Minimum charge, 91% Man be 

When a box n pe nye a is desired twelve should be added for the adaress. in all otner cases Mews’ on 

The rate for all dispiay classified a is an inch with a maximum of 46 words. Eacuptie 

Classified advertising is payable in acvance. _ Address 

= Advertisements for this poge mast be in our New York Office 10 days preceding publicetion dete. @ #22 1 

March | 
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POSITION WANTED 





WANTED TO PURCHASE 


WANTED TO PURCHASE 








' SHOE EXECUTIVE, 43; married; 
ea sared' life-time experience ing 






res. permanent connection with progressive 
ization. Will consider any locality. Ad- 
egg Box #489, care Boot & Shoe Recorder, 
9 East ar cied Street, New York 17, N. Y. 













HOEMAN, FTEEN YEARS’ EXPERI- 
ENCE, INCLUDING CHAIN STORE, de- 
; Manager or Assistant in Shoe 
or Department in Baltimore, Md. Ad- 
$505, care aes & Shoe Recorder, 100 
42nd Street, New. York 17, N. Y. 














ANAGER, BUYER, Aggressive, competent 








livewire; 24 years’ experience. 
after March 26. Address #502, 
Boot & Shoe Recorder, East 42nd 


100 
New York 17, N. Y. 












SUPERVISOR, 25 YEARS’ EXPERIENCE 

in Women’s Retail Chain Stores. 12 years 
a present position, supervising 18 stores; 
jie all personnel and all phases of store 
tion. Desire a change as* supervisor or 
er of large volume unit or road position 
well-known manufacturer. 40 years of 













, 100 East 42nd Street, New York 17, 












S HOE BUYER, Twenty years in Buying and 
¥ Merchandising, high grade and medium 
», iced Shoes, South, 
preferred. Address #497, care Boot 
Sie Recorder, 1221 Locust Street, St. Louis 
0. 





desires connection in 














experience buying and 


OLUME SHOE BUYER AVAILABLE 
all types of footwear. 


Complete 














SIDE LINE SALESMAN WTD. 


SALESMEN TO SELL LINE OF MEN’S, 
LADIES’ AND CHILDREN’S Playshoes 

Slippers. States open: Virginia, West 
irRi North and South Carolina, Tennessee, 
labama, Kentucky, Mississippi, re and 
Florida. Address #509, care Boot Shoe 
or 100 East 42nd Street, New York 17, 























LINE WANTED 


Essential Workers need Release Statements 


LINE WANTED—NEW YORK AREA 


Man now carrying one of country’s leading 
Specialty Lines wants one additional Line 
‘omen's Casuals, a, better grade — 
pers, or Children’s better grade Shoes; com- 
basis, for New York City and hun- 
dred mile radius. 
Address 2467, care of BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








































SALES EXECUTIVE, Metropolitan area, 
seeks line Men’s Hard Sole Slippers. Ad- 

~~ x 501, care Boot & Shoe Recorder, 100 

42nd Street, New York 17, N. Y¥ 


WANTED TO PURCHASE 


LEASED SHOE DEPARTMENT handling 
Ladies’ and Children’s Shoes in medium and 
grades in Middle West or South, by In- 
Must have established 
ely $50,000 lines. 
ume or more, 
Have ample cash to handle any size volume. 
Exceptional - 








rst, 
les 
8s 
0 





i 
if: 





Address Box #466, care Boot & Shoe Recorder, 
1221 Locust Street, St! Louis, Mo. pe 


March 15, 1945 

















YOUR NAME PROTECTED . 





TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


convert into cash and ration currency 


SPECIALISTS IN FINE SHOES FOR 15 YEARS 


- WRITE — WIRE OR PHONE 











98 DUANE ST. NEW YORK 7, N.Y. 
Tetephens WOrth 3-2515 








BARIS BUYS 


Quality Shoes for Men, 
Women and Chiidren 
FOR CASH. 


BARIS : SHOS es SO. Inc. 
79-81 Reade Stee New York 7, M. ¥. 


SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St.. New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 

















WE BUY 


SHOE STORES 


FOR CASH 


4th 
Phone MARkct 


BARSH & CEASAR 





Wircossn FAMILY SHOE STORE 
NTED; cash deal; Wisconsi 


in 
pet. 
» 100 


Box #471, care Boot & 
Shoe Recorder, East 42nd Strect, New 
York 17, N. Y¥. 





WANTED TO pur. for cash, Shoe Store in 


Prefer one branded, popular priced 
lines. Can be a family or Women’s Store 
only. Private individual. Address Box #487, 


care Boot & State 


Shoe Recorder, 209 So. 
Street, 4, ™. 





BETTER GRADE FAMILY SHOE STORE, 
Volume $50,000 or more. Address #506, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





Capt. Clayton S. Rockmore 


New Yorxk—Capt. Clayton S. Rock- 
more, son of Louis J. Rockmore of 
Wavershoe Trimming Co., was killed in 
action on Iwo Jima the latter part of 
February. Capt. Rockmore was the first 
Marine casualty to be reported here 
from Iwo. 

Capt. Rockmore was in command of 
a company of Marines on Iwo Island. 
He had been in action in Bougainville 
and Guam and was wounded at Guam, 
for which he received the Purple Heart 
award. He was 22 years old. 


1215 Washington Avenue—St. Louls, Mo. Contral 4898 
CASH PAID FOR WE BUY 
SHOE STORES SURPLUS AND COMPLETE STOCKS 
CLOSE SE UTS, jJUB LOTS OF BETTER GRADE SHOES 
8 SA BIN FOR GASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobe” 
89 READE STREET 


New York City 
Phone BARCLAY 17-7887 








SELL YOUR SURTLES STOCKS 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stccks of shoes from 

retailers, ae and manufacturers. 


108-110 Duane Street, New York 
Phone: WOrth 2-S877 and S878 and S870 











WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST ae 


CAMITTA SHOE COMPA 
120 N. 4th St. Pattodetebio. Pa. 
Phone Lombard 2062 














Gustav Frank 

New York—Gustav Frank, former 
partner in Frank Brothers Footwear, 
Inc., well known shoe firm with a store 
at 588 Fifth Avenue, and branches in 
Pittsburgh and Chicago, died March 10 
at his home in Central Park South, aged 
74 years. With his brothers, Saniuel 
and William C. Frank, he helped to de- 
vélop the business established by his 
father until it became one of the prom- 
inent retail shoe concerns of the coun- 
try. He retired from the firm in 1926. 
Mr. Frank leaves his widow, Mrs. 
Josephine Wise Frank; son, Lieut. 
(j.g.) Howard W. Frank; his brother, 
William C., and three sisters, Mrs. Em- 
ma Sonn, Mrs. Rose Simon, and Mrs. 
Maud Salomon. 





Appointed Secretary to 

State Commission Member 
BuFFALo, N. Y.—Clarence I. Lanich, 
a director of the Greater Buffalo Retail 
Shoe Dealers’ Association, has been ap- 
pointed secretary to Archibald R. Ho- 
taling, a member of the New York State 
Tenure Commission, Mr. Lanich is a 





well-known Buffalo shoe merchant. 
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sented him with 73 red roses and later 

in the day a second reminder, consisting / / /[ (f / \ " / ) ( /, 

of 73 more red roses from George J. . — 

Marrott, 86-year-old shoe merchant of Sidhe 

Indianapolis. NEWSPAPER ADVE BEIM 
* * * 

The Modern Miss Shoe Store in An- . . . 
derson, Ind., has been purchased by —if you advertise o 
Lawrence Clift and Paul Silberman who papers write today for fre 
own stores at New Castle and Muncie. samples of 


wae vies will be managed by Mr. Sil- |. Sterling Shoe Mat Service 


FIT BETTER T0 SFLL BETTER ** * A guatety matrix “ of care. 
Edward Burchard, owner of the fully written copy, photography 
Browabit Show Stores at Harford City || on bei wt wor for dn 
with the better BRANNOCK and Muncie, Ind., has purchased the peer ising, 
Scientific heel-to-ball, heel ee Queen City shoe store in Marion, Ind. . Vincent Edwards Idea Clip 
ng Service 
and width measurements John. D. Reid, who established The ping 08 oé'tour eal 
made with The BRANNOCK Hub Clothing Co., Miami, Oklahoma, sada aih-deer Gannon outer eon 
DEVICE. Universally used, in in 1917, has sold his interest to Wilton enndh sieves Gnd’ dlles' wou ae 
majority of American shoe P E. Taylor and Jack James. Mr. Taylor to see or leave the selection to 
stores,—by and Nayy shoe . has been a partner and manager of the our advertising staff. 


firm since 1930. Mr. James is inter- 
fitters—and in global service. “| ested also in the James & James Store e 


Adult Model for men and women | "=O ws VINCENT EDWARDS & C0. 


$15.00 Sgt. Ralph Stollmack, son of M. M. World's largest advertising service 
Stollmack, vice-president and general organization 
manager of Carlisle Shoe Co., has been 


Junior Model for children 11250 awarded the Legion of Merit Medal 342 Madison Avenue, New York City 


somewhere in France. It was awarded 

















—for this list and full details write te... 


Include Division in Colonial Pension P 


THE BRANNOCK DEVICE CO 


SYRACUSE 2, NEW YORK 








About Shoe People 

[CONTINUED FROM PAGE 94] 
enemy fire when his outfit, crossed the 
Seine River in France. He is now re- 


cuperating from an arm wound at an . 
Army hospital in Atlantic City, N. J. 
*> *+ *# 


L. C. Hyde, West Coast sales rep- 

a of the Peters branch of 

ternational Shoe Co., is one of the Milwaukee, Wis—Executives and employees of the Glove and Garment 
latest shoe men to establish permanent Division of the Colonial Tanning Sanenar quibeted amar at the Pfister 
headquarters in the Haas Building in 9 celebrate the inclusion of this division in the com 4 dh ye plan. 
Los Angeles. Kaplan, treasurer of the company, explained the prov foun 

9.22? cluded insurance as well as pensions. 

Walker T. Dickerson, president of the Following the dinner, a two hour entertainment was presented, includ 
Walker T. Dickerson Co., Columbus, pictures of the original banquet in Boston which was attended by one hu 
Ohio, was reminded of his 73rd birth- fifty of the company's employees, executives, and business associates. 
day recently, when his employes pre- dinner entertainment wes arranged by Dave Prichard. 


New Edition a 
1945 DON’T LOSE — =: 


Dikeccies of YOUR HEAD. © A 
Shoe Manufacturers over that Surplus, Stock Ah 


Flexible Late Moding, co Tha Vest 7? t (2% x 5%) Turn to the CLASSIFIED PAGES for : 
$2. PAID PURCHASE” space is a Ae jong Seal 
se Mh ants OE RECORDER 
BOOT AND SH 
AMERICAN SHOEMAKING Classified Advertising Dept. 
683 ATLANTIC AVENUE 100 E. 42nd St., New York, N. Y. 
Tel. Liberty 0190-0520 BOSTON 11, MASS. 




















™ , Boot and Shoe Rec March |) 





4, Stollmack for meritorious work 
ly. This medal is the fourth high- 
C4 d given by the Army. 


- * . 
IN| J. Levin, shoe buyer for DeJong’s, 
e, Ind., for five years, is now 
ership with his brother, B. J. 
aor in Klitsner’s Store, Lancaster, 
free B. J. Levin was formerly connect- 
with the Golden Eagle Store, Janes- 

vig we Wis 
f com @ Karl F. Ziefle, who operated a shoe 
graphy in Ann Arbor, Mich., under the 
direct of Ziefle & Nissle, has sold the 


be to two employes of long standing, 
y D. Wanty and Elmer W. Reule. 

They will continue to operate the store 
mh the same policy and under the 

name. Mr. Ziefle is planning to 

ire from active participation in busi- 
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The Air Medal for exceptional meri- 
ous achievement while in bomber 
bat over Germany was awarded to 
Roy Smith, Bombardier Navigator, 
of Sydney Smith, who has covered 
Long Island territory for Brown 

Company for a number of years. 
medal was sent to Mr. Smith with 
letter which stated that Lt. Smith 

bad completed his 30th mission. 

. - . 

) Mr. and Mrs. Irwin Holtzman of Los 
les, Cal., celebrated their 25th an- 
ry recently. Mr. Holtzman has 
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As advertised “Esquire” May, 1945 


Perfect support with- foot—so eoutert- 
out confinement! ble! 


$1} 00 
Weel of Rockies $} 150 


THE DISTINCTION OF 


U-TURN FLEXIBILITY 


Unsurpassed freedom, relaxation ... achieved only 
by the famed Osteo-path-ik Nailess Construction. 
And fashioned to match with a perfection of their 
for sport or dress, you're 
bound to find just the shoe you want in our wide 
range of styles. Shown, VARSITY. 


own. Jaunty or casual... 
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Shy 
DYE 
Vy 


‘A 


STYLE 
Smortest weer la 


smortest ploces! 


See classified phone 
directory “Allen 

" for dealer, 
or order direct 
including ration 
coupon. Write for 
free booklet, “The 
Shoe of Tomorrow. 
Dept. EM, 


Alten Edmone 


ALLEN EDMONDS, Belgium, Wisconsin 


* Full credit to dealers on any orders that may result. 


“The Shoe of Tomorrow” can play its part in your plans 
for tomorrow. Your correspondence is invited TODAY. 


ALLEN EDMONDS, Belgium, Wisconsin 








been in the shoe business in Los An- 
geles for the past 24 years, the last five 
in his. presnt location at 5464 Cren- 
shaw. 

* * > 


Technical Corporal Robert N. Spren- 
ger, with a reconnaissance squad in 
Patton’s Third Army, has returned to 
front line duty on the German front. 
He was injured, receiving shrapnel 
wounds, when his car was blown up in 
the advance on Paris in August, but 
has fully recovered. He is the son of 
Walter Sprenger, operator of a neigh- 
borhood shoe store in Detroit for many 
years, and was formerly associated 


with his father in the store before go- 
ing in the Army. 
> a . 

Lester Kettle, formerly with the 
high-grade women’s shoe department 
of J. L. Hudson Company, Detroit de- 
partment store, has returned to the 
shoe business, joining the staff of the 
Stuart J. Rackham, Inc., store. He re- 
places Albert B. Ketchem, who had 
been with the Rackham store the past 
four years, and was formerly located at 
Menominee, Mich., where he operated 
his own shoe store at one time. Mr. 
Ketchem has left for California, where 
he plans to settle. 


99 





oe 


a: 


« 


2 nee’ 


‘ PERS 

’ LES Ty Weg 
Kiet I RN 
a! “ Cpe 
x ee erie 
aes Tops 4 


 * * ‘ sion * - 


Avoid Careless, Wasteful Use of 


Tools, Equipment and Supplies 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 





Boot and Shoe Record 


